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What’s New at Metropolitan? 


HERE is much good news for policy- 
holders in the 1945 record of the 
Metropolitan Life Insurance Company. 


Payments to policyholders and their 
beneficiaries reached a new all-time 
high of $623,000,000. 


Mortality among policyholders, ex- 
cluding war deaths, was the lowest on 
record. The yield on the Company’s in- 
vestments followed the general trend 
and declined somewhat. The Company 
had asset gains which made it possible 
to revise policy and annuity reserves 
so as to reflect lower interest earnings. 
Scales of dividends to policyholders 
were maintained, and in some cases 
slightly increased. 


Unassigned surplus funds at the year 
end amounted to $448,600,000. In ad- 
dition the Company had special sur- 
plus funds of $109,400,000, of which 
$95,100,000 represented a special re- 
serve for possible loss or fluctuation in 
the value of investments and $14,300,- 
000 a Group Insurance reserve for epi- 
demics, etc. These funds represent an 
extra cushion of safety for policyholders. 


In its report to policyholders for 
1945, Metropolitan provides answers to 
many of the questions a policyholder 
would be likely to ask if he could make 
a personal visit to the Company. Among 
questions answered, for example, are... 


Were there many extra claim pay- 
ments last year due to the war? 


Would longer life for policyholders 
reduce the cost of Life Insurance? 


In what types of investments did the 
Company put its money? 


What does the Company advise 
about National Service Life Insur- 
ance? 


In addition to answering these and 
many other questions, the report gives 
a financial summary of the Company’s 
operations during 1945. Whether or not 
you are a policyholder, you will find 
this report interesting and informative. 
To get a copy, just write and ask for 
the Company’s annual report entitled, 
“What’s New at Metropolitan?” 











BUSINESS REPORT FOR 1945 


In accordance with the Annual Statement as of December 31, 1945, filed with the New York State Insurance Department. 


Policy Reserves Required by Law. 


future policy benefits. 


in the future. 


eligible to receive them. 


OBLIGATIONS TO POLICYHOLDERS, BENEFICIARIES, AND OTHERS 


This amount, together with future premiums and 
interest, is required to assure payment of all 


Policy Proceeds and Dividends Held at Interest. 
These are funds left with the Company to be paid 


Reserved for Dividends to Policyholders . 
Set aside for payment in 1946 to those policyholders 


$6,400,802,374.47 
Other Bonds. 


Provincial, State, and Municipal 


Railroad 
Public Utilities . 


342,073,866.83 
Sto 
oe 123,338,706.00 


rg Property . 
Loans on Policies . 


ASSETS WHICH ASSURE FULFILLMENT OF OBLIGATIONS 


National Government Securities . 
United States and Canadian. 


Industrial and Miscellaneous 


icks. 
All but ‘$4, 076, 225. 49 are Preferred or Guaranteed. 
Cnet inate iesns on cores Estate 


. $3,901,918,692.03 


os « « «_» 4,929,336,106.57 
$ 92,780,754.21 
$84,361,368.30 
656;189,313.94 
396,006,750.12 


114,550,034.03 


a. 870,363,554.77 
$ 86,606, 570.02 
783,756,984.75 


343,512,038.44 








Other Policy Obligations. : 
Claims in process of settlement, estimated claims not 
yet reported, premiums received in advance, etc. 


TaxesAccrued. . 
Includes estimated amount of taxes payable i in 1946 
on the business of 1945. 


Contingency Reserve for Mortgage Loans . 


Miscellaneous Liabilities 
TOTAL OBLIGATIONS . 


67,108,358.06 


20,019,592.00 


21,000,000.00 


29,587,557.57 


- $7,003,930,454.93 


Made to policyholders o: on the security of their 
policies. 

RealEstateOwned .. 

Includes $39,300,334.74 real estate under contract 
of sale and $147,436,299.08 Housing Projects 
and real estate for Company use. 

Cash . 

Deposited i in banks, in transit, or on hand. 

Other Assets 

Premiums due and deferred, interest and ‘rents due 
and accrued, etc. 


TOTAL ASSETS TO MEET OBLIGATIONS . 


259,557,120.46 


175,687,154.11 


167,070,489.96 


$7,561,997,270.37 


Thus, Assets exceed Obligations by $558,066,815.44. This safety fund, representing about 8% of the obligations, serves as a cushion against 
possible unfavorable experience and gives extra assurance that all policy benefits will be paid in full as they fall due. This fund is made up of: 


A Special Surplus Fund (including $95,112,000.00 for possible loss or fluctuation in the value of investments) 


Unassigned Funds (Surplus) 


. 


$109,422,000.00 
448,644,815.44 


NOTE:~—Assets carried at $360,747,351.78 in the above statement are deposited with various public officials under require- 
ments of law or regulatory authority. Canadian business embraced in this statement is reported on basis of par of exchange. 


Life insurance in Force, End of 1945 


€ 


HIGHLIGHTS OF 1945 OPERATIONS 


$31,261,969,817 
Amount Paid to Policyholders During 1945 . 


Paid-for Life insurance Issued During 1945 . 
$623 443,185.86 


$2,143,423,150 
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Insurers Scan 
Possibilities in 
World Bank Bonds 


May Not Be Eligible 
Under N. Y. Law— 
A.L.C. Ponders Question 


Whether bonds to be issued in con- 
nection with the financing of the world 
bank will be permissible investments 
for life companies under state laws and 
the probable nature of the security were 
questions that elicited expressions of 
interest at the American Life Conven- 
tion regional meeting at Columbus Mon- 
day. 

The subject was brought up at the 


end of the day, but the group indicated 
much curiosity about it and pumped 





STEPHEN FOSTER 


Stephen Foster, economic adviser of 
New York Life, for information and his 
opinions. 

Mr. Foster voiced the opinion that the 
bonds would not be eligible for insurance 
company portfolios under the New York 
laws, but if the bank is set up under the 
laws of the District of Columbia, then 
the bonds would probably qualify under 
the insurance investment laws of a num- 
ber of states other than New York. 


Coupon May Be 234-3% 


The probable coupon of these issues 
has not been decided, he said, but when 
pressed to give a guess anyway he haz- 
arded the opinion that it might be one 
half to three-quarters above that of U. S. 
governments which would mean 234 or 
3%. 

The first issue of perhaps $500,000 
may be brought out in the late fall of 
1946 or the early spring of 1947, he 
declared. 

Mr. Foster recalled that the world 
bank and stabilization fund are being 
formed under the Bretton Woods agree- 
ment. The bank was projected as an 
Institution of $10 billion assets and iden- 
tical liabilities. Treasury Secretary Vin- 
son is to be governor of both the bank 
and the fund. There will be 12 executive 
directors of the bank that’ will constitute 
a steering group such as an executive 
committee. Then there will be the regu- 

(CONTINUED ON PAGE 22) 
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.4% Interest Rate Drop in 
5 Months Causes Shock 


Investment and Yield 
Problems Dominate Dis- 
cussion at A.L.C. Parley 


By LEVERING CARTWRIGHT 


Although the downward trend of in- 
terest rates has been a perennial life 
insurance bugaboo for the past two 
decades, the decline of .4%, as measured 
by the government bond market, in the 
last five months has induced a feeling 
bordering on consternation on the part 
of management and hence, at the Amer- 
ican Life Convention regional gather- 
ing at Columbus Monday and Tuesday 
investments and interest dominated the 
discussion. 

The members had been questionnaired 
as to the topics they would like to 
have featured and the interest problem 
was it. 

About 90 attended. There were four 
periods of informal discussion with the 
idea of duplicating in open meeting the 
kind of exchanges that take place in 
lobbies during formal A.L.C. gather- 
ings. Then there was a cocktail party, 
with the Columbus compantes—Colum- 
bus Mutual, Midland Mutual, Ohio 
State and Farm Bureéau—as hosts fol- 
lowed by a banquet with arresting 
messages from John W. Bricker, whose 
1948 destiny is commanding much spec- 
ulation, and A. J. McAndless, president 
of Lincoln National Life, and former 
A.L.C. president. 


Claris Adams Is Star 


Claris Adams, A.L.C. president and 
president of Ohio State Life, won the 
admiration of the group for his facility 
in conducting the sessions. There were 
no stooges and Mr. Adams was con- 
stantly on the job to keep the discus- 
sions on an animated plane and per- 
tinent. 

Superintendent Dressel of Ohio gave 
a brief talk at the outset in which he 
reiterated his counsel that in reaching 
out for new avenues of investment to 
buck the tide of interest yield evapora- 
tion the companies and states don’t 
relax their standards impetuously. Hous- 
ing investments, he said, appear to- 
day to give an excellent return, but 
the future must be considered and any 
movement in that direction should be 
made with deliberation. 

Walter Robinson, veteran Ohio dep- 
uty, took a bow, as did Commissioner 
Pearson of Indiana, and also from the 
Indiana department; John Cramer, 
deputy; Harry Wills, chief examiner, 
and Wm. Kleinhelter, head of the licens- 
ing division; Troy W. Appleby, presi- 
dent Ohio National Life and president 
Ohio Association of Life Insurance 
Companies; Mr. McAndless, as former 
f president; Robert Sweeney, 
president of State Life and member of 
A.L.C. executive committee; Kirk Mc- 
Kinney, president Jefferson National 
Life and president Indiana Associa- 
tion of Life Insurance Companies, and 

: Hawkins, Midland Mutual as 
chairman of arrangements the 
Columbus gathering. 


Joy Amid Gloom 


Mr. Adams gave a talk, saying that 
there was never a time when annual 
statements looked so good and the long 
term problems so perplexing. 

There is a great responsibility to 
operate soundly the institution to 
which has been entrusted the personal 
financial program of more than half 
the population. People no longer have 


for 


to be sold on scientific saving. This 
is the golden age of life insurance sell- 
ing. The current volume is somewhat 
startling. Sound underwriting is more 
important than ever. 

There is a challenge to life insurance 
statesmanship in the agency field. War 
conditions purged the ranks of weak- 
lings. Automatically the field standards 
were raised and the business, he urged 
to maintain the high standards that 
were forced on it. 


Enlightened Self Interest 


Mr. Adams said it would be ruinous 
to public relations to sabotage NSLI 
and he declared every company should 
give real support and not merely lip- 
service to the objective of inducing 
veterans to keep their government cov- 


erage. The insurers should not treat 
such a great national matter from a 
selfish standpoint. It is enlightened 


self interest to avoid twisting NSLI. 

Turning to the interest question Mr. 
Adams emphasized that the life com- 
panies are speaking for the small inves- 
tor, not for the economic royalists. The 
average reserve per policy is less than 
$500. Life insurance, he asserted, has 
no right to ask special privilege, but 
it has the right to speak up for those 
for whom it is trustee. 

During the war rigid control was 
clamped on the money market and, 
therefore, it becomes a political matter 
what the interest rate shall be. The 
theory has been that if life insurance 
assumptions are cOnservative and the 
processes sound, the scientific opera- 
tions of the business would carry it 
through. But when political artifice be- 
comes a factor, it is the right and duty 
of the institution to speak up for the 
savers. It is a capital levy on the savers 
when the interest rates are pushed down. 


Cost Increase of 17% 


The interest factor is an integral part 
of the life insurance process which has 
a direct influence upon its cost. ‘The 
average man in middle life has seen the 
cost of his insurance per thousand in- 
crease approximately 17% in the last 
15 years. 

When the full impact of declining in- 
terest rates is felt upon the entire in- 
vestment portfolios of the companies 
the cost will increase approximately one- 
fourth above the 1930 level. Also the 
income per thousand to beneficiaries has 
been reduced so that it is necessary 
to purchase a larger amount of insur- 
ance to provide a stated income. It 
takes 15% more life insurance now to 
assure an income of $100 per month 
than it did 10 years ago. The insurance 
will cost 25% more per thousand in 
the future. Furthermore, an income of 
$100 per month, for instance, will buy 
approximately 60% to 70% as much 
as it did in 1936. 

Therefore the inflation which we al- 
ready have is bearing with devastating 
force upon that large portion of our 
population which is living upon fixed 
incomes from life insurance proceeds. 
Any further dilution of their security 
by a step up in the cheap money policy 
of the government, might well be cal- 
amitous to this group. 


Measuring the Cost 


One of the problems implicit in a 
cheap money program whereby prices 
are forced up and the value of money 
is forced down, is measuring the dollars 
and cents cost to the government itself. 
Already the pressure to increase old 
age assistance and social security bene- 
fits in general is on. Not nearly all 

(CONTINUED ON PAGE 21) 


McConney Bankers 
Life President; 
Nollen Chairman 


Warters Named Executive 
Vice-president—-Others 
Advanced—Mills Retires 


DES MOINES—Retirement of 
Gerard S. Nollen as president of Bank- 
ers Life of Des 
Moines and election 
of E. M. McConney 
to succeed him was 
announced _follow- 
ing the annual 
meeting Tuesday. 

Eleven changes 
in officers, including 
three men newly 
elected, were an- 
nounced. 

Although he is 
following the re- 
tirement at 65 cus- 
tom of the organi- 
zation, Mr. Nollen 
agreed to continue to serve as chairman. 
He had been president since 1926, join- 
ing Bankers in 1912 as an actuary. 
Warters Executive V. P. 

Mr. McConney, who had been execu- 
tive vice-president since April, 1945, was 
succeeded in that office by Dennis N. 
Warters, who had been vice-president 
and actuary since 1942. 

Because of ill health, B. N. Mills re- 





G. S. Nollen 





D. N. Warters 


E. M. MceConney 


signed as secretary, a position he had 
held since 1928. J. S. Corley, who has 
been treasurer since 1944, was elected 
secretary-treasurer. 

Dr. A. E. Johann, who has been med- 
ical director since 1938, was elected vice- 
president and medical director. 

J. C. Archibald, who has been under- 
writing secretary since 1943, was ele- 
vated to underwriting vice-president. 

E. F. Bucknell, who had been asso- 
ciate actuary, was elected vice-president 
and actuary. 

W. M. Rae, group actuary, was named 
group secretary and actuary. 

Three newly elected officers are: C. W. 
Southern, assistant actuary; H. G. Allen, 
assistant secretary; and Kenneth Bar- 
rows, assistant secretary. 

Assets Quintupled 

During Nollen’s term as president as- 
sets of Bankers Life have increased 
from $71 million to $364,575,942. Dur- 
ing 1945 insurance in force passed the 
$1 billion mark. 

Mr. Nollen has contributed mightily to 
organization affairs. He is a past presi- 
dent of the American Life Convention, 
has served as chairman of the Life Pres- 
idents Association and is a director of 
L.I.A. He is a member of the executive 
committee and a director of Institute of 

(CONTINUED ON PAGE 24) 
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OASI Payments 
Pass $1 Billion: 
Higher Rate Seen 


WASHINGTON — OASI authorized 
benefit payments have passed $1 billion, 
with nearly half of the total beginning 
Jan: 1, 1940, going to survivor depend- 
ents, according to SS Agency Admin- 
istrator Watson Hiller. 

Of the total OASI payments of $1,- 
005,000,000, $480 million went to retired 
workers in monthly benefits, $84 mil- 
lions to dependents, and $441 millions to 
survivors, in monthly and lump sum 
payments. 


Many Lump Sum Payments 


Under the old-age benefit program of 
the original act, about $29 millions in 
lump sums were paid, the bulk under 
1939 amendments creating the OASI 
program, under which monthly benefits 
started in 1940. Since then payments to 
survivors have been made for over 1 
million deceased workers. Lump sum 
payments were made in over two-thirds 
of these death cases. 

Monthly benefits have been awarded 
to about 850,000 survivors. About 100,- 
000 deaths in service are included. 


Will Recommend Companies 
Write Cash Sickness Plan 


NEWARK—The New Jersey com- 
mission on pést-war economic welfare is 
about to recommend a cash sickness 
benefit plan jthat would eliminate the state 
as insurer, either monopolistic or optional, 
and require employers either to purchase 
insurance from insurance companies or 
to self-insure, according to information 
which the New Jersey state C.I.O. coun- 
cil says it has received as authentic. 

The original proposal made in the 
legislature and turned over to the com- 
mission for study provided for a 
monopolistic state fund. At a hearing 
several weeks ago various organizations, 
including the Life Insurance Association 
of America, urged that if a cash sickness 
benefit plan were considered desirable 
the insurance be provided by private 
companies or through self-insurance. 
The C.I.O. objected vehemently to this 
suggestion. Following its receipt of the 
report that the commission had acceded 
to it, the C.I.O. issued a blast denounc- 
ing the reported proposal in irate 
language. 





Purdue Groups Are Progressing 


William J. Hadlich, home office su- 
pervisor for the Minnesota Mutual Life, 
has been acting as assistant instructor in 
the school of life insurance marketing at 
Purdue University for the past month. 
He returns to St. Paul April 15 to re- 
sume his duties as assistant to Harold J. 
Cummings, agency vice-president. Mr. 
Hadlich was a member of the second 
basic class at Purdue. A. R. Jaqua, di- 
rector of the school, persuaded Minne- 
sota Mutual to lend him to the school 
until a permanent instructor could be 
hired. 

The third basic class completes its 
work April 13. The first intermediate 
class consisting of members of the first 
basic class plus a few extras will start 
their five week class at Purdue April 15. 
The second intermediate class starts 
May 20. 

Lee B. Scheuer, general agent for 
State Mutual Life at Cincinnati, and H. 
P. Gravengaard, associate editor of the 
Diamond Life Bulletin, will spend sev- 
ral days with each intermediate class 
lecturing on taxes and business insur- 
ance. 


New Date for Guertin Bill in Va. 

The mandatory date of the standard 
non-forfeiture and valuation law in Vir- 
ginia has been deferred from Jan. 1, 
1948, to April 1, 1948, to give the life 
companies additional time. This amend- 
ment became law March 27, 1946, effec- 
tive 90 days after that date. 





Douglas Talks to Mutual 
Personnel; Education Aim 


NEW YORK—President Lewis W. 
Douglas of Mutual Life, in the fourth 
of a series of 10 informal educational 
talks to Mutual Life personnel, explained 
the basic functions of the company. Re- 
action to his first three addresses has 
been very favorable and many employes 
have said that they gained much valu- 
able knowledge about the overall opera- 
tion of the organization. 

The series of talks was inaugurated 
following a survey among company per- 
sonnel soliciting questions and problems 
which appeared to be of general interest. 

Although it would have been easier 
for Mr. Douglas to address Mutual Life’s 
home office staff at a single meeting, he 
chose to speak to only 200 at a time to 
inspire an atmosphere of informality 
which in turn would facilitate conduct- 
ing a question and answer period follow- 
ing his remarks. 


Defines a Mutual Company 


He approached his topic by discussing 
the nature of a mutual company, that it 
uses its excess gains to increase surplus 
or to pay dividends to policyholders, but 
that it does not have stockholders. 

Moving logically through the basic 
steps by which the company analyses its 
business, meets its liabilities and utilizes 
its gains, Mr. Douglas occasionally leav- 
ened the technicalities of his talk with 
good-natured humor. 

In this light manner he described ac- 
tuaries as being “skilled experts of con- 
fusion,” citing an “old French proverb” 
to the effect that the three things most 
likely to ruin a life insurance company 
president are wine, women and actuaries 
—the first two being the most pleasur- 
able, the last the most certain. 

Nevertheless, his regard for the abili- 
ties of actuarial experts was evident, es- 
pecially at the points in his explanations 
where he pointed to statistics and charts 
cast on a lecture screen by lantern slide. 


Operation Policies 


Mr. Douglas indicated that. ideally, a 
company plans on a basis of actuarial 
theory, but that in practice it is neces- 
sary to proceed step-by-step on the basis 
of the current situation. 

He described the method of computing 
premium cost, naming three factors— 
mortality, interest rates, and company 
expenses—as being determinative in this 
calculation. 

In this connection Mr. Douglas show- 
ed a premium chart, calling attention to 
the fact that it is a peculiarity of life 
insurance statistics that thev often re- 
flect the economic trends of the nation. 
By way of explanation he pointed to de- 
pressions, wars, and periods of inflation 
on the curve of the premium income 
chart. 


Shows 14 Charts 


As he talked Mr. Douglas showed 
other charts of new business. policvhold- 
er age groups, savings on expenses, mor- 
tality gain, policy payment, interest earn- 
ings, comparison of yield, net vield, gains 
and losses by sources, application of 
gains, assets by types, diversification of 
assets, industrial investments and liabili- 
ties. 

He asked his audience to notice the 
marked decline in the company’s surplus 
over the years, showing similar concur- 
rent declines in the surpluses of other 
major competing institutions, both stock 
and mutual. 


Blames Government Fiscal Policy 


This Mr. Douglas blamed on deliber- 
ate manipulation of the government’s 
fiscal policy for reasons of deficit financ- 
ing, and said that the surplus decline was 
largely caused by declining interest rates 
on government bonds. 

“At the moment,” he said, “I see noth- 
ing to reverse the course in interest rates 
during the last decade.” 

Mr. Douglas said that the interest rate, 
under conditions as they prevail today, 


is one of the most significant. if not the 
most significant, factors in the operation 
of a life insurance company “because, 
to it, the amount of dividends and the 
cost of insurance are irrevocably tied.” 

Companies may, by changing their in- 
vestment policy, temporarily aggravate 
or mitigate the critical nature of the 
problem created by falling interest rates, 
he said. But no modification of policy 
can permanently provide an escape from 
the grave consequences arising out of 
the inordinate decline of the interest 
rate over the last decade. 

“Unhappily, there is not, in some quar- 
ters, an adequate understanding of the 
importance of the interest rate to policy- 
holders, and of the seriousness of the 
situation that the extremely low interest 
rate has created,” the Mutual Life presi- 
dent added. 


Metropolitan, CIO 


Reach Agreement 


NEW YORK—Agreements have been 
been reached between Metropolitan Life 
and the CIO industrial agents unions 
in those territories where the latter act 
as collective bargaining agent for Met- 
ropolitan agents. Contingent on Gover- 
nor Dewey’s signing the bill now be- 
fore him allowing companies to pay 
614% renewal commissions on monthly 
premium businesss, the agreements pro- 
vide for an mcrease to 6%. This will 
result in a varying amount of increase 
depending on the amount of monthly 
business each agent has on his books. 

Other provisions call for a new re- 
tirement plan giving substantially in- 
creased benefits, which will depend on 
an agent’s earnings prior to retirement, 
rather than being the same for all agents 
as at present; selection of a permanent 
impartial arbitrator and a_ substantial 
increase in the minimum collection com- 
mission. Under the old agreements ar- 
bitrators have been selected from the 
panels of the American Arbitration 
Association. 

Acceptance of the agreements is sub- 
ject to ratification by members of the 
various locals in the union. It will 
probably be several weeks before this is 
completed. However, there is no reason 
to believe that the agreement will prove 
unacceptable to the members. It was 
unanimously endorsed by the negotiat- 
ing committee of the union. 

The agreements, which run for two 
years and nine months, averted the pos- 
sibility of a strike against Metropolitan, 
which was discussed at the national con- 
vention of the United Office & Profes- 
sional Workers in February at Cleve- 
land. The CIO industrial agents union 
is part of the UOPWA. 





Holmes Out for Congress 


HELENA— Commissioner John J. 
Holmes, prominent in official and fra- 
ternal affairs for several decades, has 
announced for the Democratic nomina- 
tion for congress. 

Mr. Holmes was urged by party lead- 
ers to become a candidate a year ago to 
fill the vacancy caused by the death of 
Congressman James F. O’Connor and 
he said he now was becoming a candi- 
date at the renewed request of Montana 
Democratic chiefs. 

Before becoming commissioner, Mr. 
Holmes was in the insurance business in 
Great Falls and has retained his voting 
residence there. 





Berkshire Anniversary Campaign 


Berkshire Life will celebrate its 95th 
anniversary by conducting May Loyalty 
Month campaign based on new paid for 
life insurance production. The campaign 
will run from April 15 through May 29 
and will be conducted by the field force 
independent of the home office. 


Should Accept 
Challenge of Cal. 
Health Act: Leavey 


Private disability insurers should ac- 
cept the challenge offered by the new 
California compulsory cash sickness act 
and demonstrate to the country that this 
type of insurance can be written by pri- 
vate enterprise in competition with the 
state, H. Harold Leavey, vice-president 
and general counsel of California-West- 
ern States Life, declares in reviewing the 
provisions of the bill and the way it af- 
fects private insurers. 

“Private carriers must demonstrate that 
we do not want only the cream of the 
business and that we can write it on a 
basis that will not leave gaps in cover- 
age,’ Mr. Leavey says. “If we do not 
meet these opportunities we can expect 
that when compulsory disability insur- 
ance measures are enacted in other states 
the private companies will be cut out of 
opportunities to have any part in the 
business and if a federal act is pressed to 
enactment, we can expect that we will 
be cut out of this type of insurance on a 
national basis. We can also expect that 
if we do not embrace our opportunities 
some labor organizations will be back 
again with an amendment to eliminate 
the authorization for voluntary or pri- 
vate plans.” 


Hopes Insurers Will Qualify 


He says that some companies are mak- 
ing an attempt to study the problems in- 
volved in writing the kind of insurance 
provided under this act and expresses the 
hope that many of them will study these 
problems and come up with some kind of 
a policy which will meet the require- 
ments. 

In order to reduce the likelihood of 
private plans, either by way of self-in- 
surance or through private carriers, tak- 
ing only groups of employes whose em- 
ployment is quite stable, whose compen- 
sation is relatively high and in which 
there is a relatively high male ratio, the 
act provides that the commission in 
charge may withhold approval of any 
plan or plans if the approval would re- 
sult in a substantial selection of risks ad- 
verse to the disability fund. This is a 
section that the insurance men are not 
particularly happy about, but Mr. Lea- 
vey says that employers and insurers 
cannot justify a position that they be 
authorized to take only “good” groups. 


May Have to Revise Thinking 


As a matter of fact, insurance men 
generally may have to revise some of 
their thinking as to the manner of hand- 
ling this kind of insurance, as the act is 
in a very real way. a piece of “social” 
legislation. The amount of “premium” 
in the form of contribution or taxes does 
not have anything like an exact relation 
to the benefits which may be furnished 
to the individual in a way comparable 
under private individual or group disa- 
bility policies. 

At the outset of his review Mr. Leavey 
points out that during the seven years 
when health insurance measures had 
been before the California legislature, no 
representative of a private insurance 
company or of any association came for- 
ward with a weil- worked-out proposal 
under which private carriers or self-in- 
surers might underwrite that part of the 
program in which they might be inter- 
ested. Company representatives have 
rather consistently opposed measures 
which made any form of insurance com- 
pulsory. However, there was a feeling 
that if a bill in some form was to be en- 
acted it should not be made impossible 
for private insurers to write weekly in- 
demnity insurance on employes, and a 
small group prepared the amendment 
which was adopted. This provision is not 
perfect, but it was regarded as being bet- 
ter than nothing at all 

Among the conditions set up for the 
approval of a private plan are that rights 
afforded to the employe are greater than 
those which he could have under the 

(CONTINUED ON PAGE 22) 
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Patiecsan Pleads 
for NSLI Support 
in Coast Talk 


The 71 million life policyholders in 
this country should write to their Con- 
gressmen to pass at once the bills before 
the Senate and House which would 
liberalize national service life insurance, 
A. E. Patterson, executive vice-presi- 
dent Mutual Life, told the sales congress 
of the Los Angeles Association of Life 
Underwriters. Millions of veterans are 
undecided about their NSLI, he said. 
He feels that the measures in question, 
which would authorize lump sum pay- 
ments, conversion into endowment, and 
end the restrictions as to beneficiaries, 
would have much effect in conserving 
NSLI. Mr. Patterson urged the life 
men to advise their clients to write their 
congressmen and to urge veterans, more 
than ever before, to keep their govern- 
ment life insurance in force. 


Joint Committee Active 


Mr. Patterson is chairman of a joint 
life insurance committee representing all 
life companies in the United States 
which are participating in a comprehen- 
sive campaign to urge veterans to retain 
their low-cost government insurance. 

He said the Veterans Administration 
is encouraged by the latest figures show- 
ing that the increasing rate of lapses 
has been arrested. Of all veterans al- 
ready discharged, one out of five is hold- 
ing his insurance, and of veterans now 
being discharged, one out of every three 
is keeping the insurance. 


Hull Sees Big Opportunity 


Roger Hull, vice-president and man- 
ager of agencies of Mutual Life, said 
the life insurance industry faces a period 
of great opportunity. 

“The great public service being rend- 
ered by the industry in aiding the Vet- 
erans Administration’s campaign to keep 
national service life insurance in force, 
will undoubtedly bring much public good 
will,” he said. “It is bound to have a 
beneficial effect because veterans have 
learned to appreciate the value of life 
insurance—they have seen it in action— 
and their government insurance could 
serve as a base for an adequate life in- 
surance program when their families be- 
gin to grow. 

While insurance sales are now boom- 
ing, Mr. Hull warned that this impetus 
will disappear in a few years, and now 
is the right time to build a strong, 
healthy organization that will be prop- 
erly equipped “to go out and make the 
sales and give good service.” 





L.I.A.A. Has Moved Into 
New Offices at New York 


NEW YORK—tThe Life Insurance 
Association of America has moved its 
office from the 9th floor of 165 Broad- 
way, New York City, to the 12th. It 
occupies the entire floor, which provides 
about 65% more space than the old of- 
fices. The new layout adds an eastern 
exposure on Broadway and offices over- 
looking Church street on the west. The 
telephone number has been changed and 
is now Whitehall 3-3770. 

In the Church street wing are the 
offices of D. E. Satterfield, executive di- 
rector and general counsel: B. E. Shep- 
herd, manager; John V. Bloys, assistant 
general counsel; Eldon Wallingford, as- 
sistant general counsel; R. B. Crane, 
cecteene and Albert Pike, Jr., actuary. 
H. Glenn, assistant general counsel, 
has Mis office. in the legal department 
on the Broadway side, while the office 
of C. F, Cresswell, statistician, is cen- 
trally located’ on the north side, adja- 
cent to the statistical department. 

The association has had its offices at 
165 Broadway for many years. In re- 
cent years expansion of the organiza- 
tion’s work and personnel has resulted 
in considerable crowding~ in the old 
quarters, which will be relieved by the 
added floor space in the new offices. 


<——<—===— 














Shown is a group of B. M. A. home office people who called on President J. C. 
Higdon to wish him a happy birthday. W. T. Grant, chairman, spoke to employes 
over the public address system and told of Mr. Higdon’s achievements with B. M. A. 
and as a civic leader. J. W. Sayler, director of sales, presented Mr. Higdon birthday 
greeting cards from the field force representing a record amount of business pro- 
duced in his honor during a three-day period. Mr. Higdon has just completed his 
” as chairman of the 1946 Red Cross campaign in Kansas City. 


naan ae Miata 
of Dangers in Federal 
Low Interest Policy 


NEWARK—Continuation of low in- 
terest rates menaces the economic secu- 
rity of the country, Thomas I. Parkin- 
son, president Equitable Society, said at 
a dinner meeting of the New Jersey Sav- 
ings Banks Association. 


Definite Inflationary Threat 


Manufacturing money to maintain low 
interest rates is a definite inflationary 
threat, he said. The country has $180 
billion buying power, $152 billion bank 
deposits on immediate call and $28 bil- 
lion cash in circulation. “The banks have 
a real responsibility in calling for action 
by Congress to curtail expenses,” he 
said. “I ask you, do we have too much 


money? Germany had and suffered the 
consequences. I was in Berlin in 1920, 
and I know. I saw inflation in operation. 
What we had hoped would be repub- 
lican Germany became totalitarian Ger- 


many. We are having inflation here 
now. We are not in danger of it, we 
have it. The question is how much fur- 


” 


ther is it going? 
Duty to Thrifty People 


President Parkinson said bankers and 
insurance executives have a duty to 
thrifty people who intrust their savings 
to them. “We must safeguard their 
money so that its buying power when 
they want it is as valid as when they 
intrusted it to us.” 

He warned that creating wealth to 
maintain low interest on money so that 
the debt could be “monetized” was in- 
viting inflation. 
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Welcome Back 


The Penn Mutual takes pride in welcoming back to 
their work the following underwriters who have just 
completed a refresher course—the Company’s sixth—for 


returned service men at the home office: 


Wayne, P. Atherton, Chicago 
Chester O. Biven, Baltimore 
Philip L. Cochran, Chicago 
Edward J. Cruger, C.L.U., 

James L. Gessner, Los Angeles 


Frederick R. Luthy, Peoria 


William J. O'Brian, Jr., Buffalo 
William F. O’Neil, Jr., Chicago 
Alfred H. Rohol, Jr., Chicago 
J. William Smith, Spokane 

Carl H. Soderstrom, Chicago 
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Say Hobbs Exceeded 
Authority in 
Denying Kan. License 


The Kansas supreme court has decided 
that Commissioner Hobbs exceeded his 
authority in denying a license to Fidel- 
ity Life of Fulton, Ill., and a writ of 
mandamus was issued requiring Mr. 
Hobbs to grant Fidelity Life authority 
to do business in Kansas. 

Mr. Hobbs refused to admit Fidelity 
Life on the ground that, from May 1, 

1944, to May 1, 1945, when it was with- 
out a license in Kansas, it had been do- 
ing business there without benefit of 
certificate. 

Fidelity Life was licensed in Kansas 
from 1902 until May 1, 1944. Prior to 
the latter date Fidelity filed its annual 
statement in Kansas and application for 
renewal of license, but Mr. Hobbs re- 
fused to issue a certificate for that year. 

The same procedure took place prior 
to May 1, 1945. 


Commissioner’s Contention 


Mr. Hobbs contended that he was 
privileged to deny the license to Fidel- 
ity Life for the year commencing May 
1, 1945, because it had done business in 
Kansas the preceding year without a li- 
cense. 

The sole question, according to the 
supreme court, is whether the fact that 
a fraternal has been doing business in the 
state without a certificate bars it from 
obtaining one for the insurance year 
commencing May 1, 1945, when, on mak- 
ing application it meets all the require- 
ments. 

When fraternals have complied with 
all the requirements of the law, the du- 
ties of the commissioner thereafter are 
ministerial rather than administrative in 
character, the court said. 

There is a statute making it unlawful 
for an insurer to transact business within 
Kansas without due authorization and 
there is a penalty for each and every 
violation. However, Mr. Hobbs failed 
to show where such a violation is 
grounds for refusal to issue a certificate 
of authority. 

George M. Brewster, John L. Hunt, 
Lester M. Goodell, Margaret McGurna- 
ghan of Topeka, and John A. Riordan of 
Fulton were counsel for Fidelity Life, 
and Al F. Williams, special assistant at- 
torney general; Attorney General A. B. 
Mitchell and Assistant Attorney General 
L. P. Brooks, represented Mr. Hobbs. 





Decentralization No Aid 
to NSLL VA Says 


The American Legion claims a victory 
in the decision of VA to decentralize 
handling of NSLI matters at branch of- 
fices, instead of entirely from New York. 
This is distinguished from the handling 
of insurance for men while in the serv- 
ice, which remains in New York. 

Harold W. Breining, VA assistant ad- 
ministrator for insurance, opposed the 
decentralization program. Mr. Breining 
has stated that VA is 10 days behind on 
letter acknowledgments, 14 days behind 
in answering requests for pamphlets, and 
a month behind in dealing with waivers 
of premium. Declaring the Legion de- 
centralization program into regional of- 
fices to be “inefficient, impracticable and 
uneconomical,” Breining blames delay 
in handling insurance matters to short- 
age of stenographic help and office space. 





All Industry Committee to 
Meet at Atlantic City 


The all industry committee will meet 
at Atlantic City April 29-May 2 to re- 
solve the remaining differences on the 
proposed model rating bills. The draft- 
ing committee of the all industry com- 
mittee will meet with Commissioners 
Harrington, Johnson and Dineen in Chi- 
cago April 23-26. 
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Views of Linton, Benson 
Sounded by House Group 


By H. C. HALLAM 


WASHINGTON—Testimony of life 
insurance men on social security prob- 
lems before the House ways and means 
committee last week was marked by 
close attention of members present and 
their questioning of the witnesses, M. 
Albert Linton, president Provident Mu- 
tual Life, and Judd Benson, Union Cen- 
tral, Cincinnati, representing National 
Association of Life Underwriters. 

Rep. Jenkins, Ohio, voiced regret that 
more members were not present, be- 
cause, he said, Mr. Linton was recog- 
nized as one of the ‘great qualified ex- 
perts of the nation” on the subiect. He 
voiced concern over what he said is a 
fact, that contributors under social secu- 
rity expect to receive worthwhile bene- 
fits. In response to his inquiries about 
benefits and benefit formulas, Mr. Linton 
said contributions of 10% of pavroll for 
old-age and survivors insurance is 
“enough to anticipate.” Contributions of 
12 or 13%, which would be required un- 
der some plans would be “too heavy a 
load,” he added, and he thought “the 
country would do something about it.” 

Adoption of Social Security Board 
Chairman Altmeyer’s suggestion that the 
maximum OASI benefit be increased 
from $85 to $120 per month would 
“throw a monkey wrench into the ma- 
chine,” Mr. Linton said. 


Farmers Should Get It 


Rep. Carlson, Kansas, said social se- 
curity should be a national program and 
apply to rural areas as well as indus- 
trial, and that many think they do not 
get enough benefits. Mr. Linton replied 
that the Treasury and social security 
board should be able to find a way to 
administer social security in rural re- 
gions. 

Even if benefits were increased as Alt- 
meyer suggested, the witness said, he 
would oppose increasing the tax rate 
until OASI outgo more nearly approach- 
es its income. “It is going to cost a tre- 
mendous amount 25 or 30 years from 
now,” he said. “I would vote to keep 
the OASI rate of 2% total a few more 
years. When outgo approaches income 
I would consider increasing the tax.” 

“There should be additional study be- 
fore the tax rate is raised,’ remarked 
Carlson. 

Taking a stand against a large OASI 
reserve again, as in the past. Mr. Linton 
said that a reserve should be like a 
“contingency fund to be drawn upon if 
we have an economic drop-off; ...a 
safety valve to be drawn on temporarily. 
I do not look upon a reserve as some- 
thing essentially to be drawn upon regu- 
larly. I do not believe a full reserve plan 
would be sound at this time.” 

The witness said he would recom- 
mend amendment of the benefit formula 
within the present situation with respect 
to tax rates and benefits. Whv not retain 
present benefit and tax rates? he in- 
quired. 


Private Plans Not Affected 


In response to questions about private 
pension plans and retirement systems, 
Mr. Linton said that under social secu- 
rity they have generally been continued, 
though “there may be exceptions,” he 
admitted. 

If employes under the railroad retire- 
ment and civil service retirement sys- 
tems are brought within social security, 
as he favored, Mr. Linton said he would 
not propose increasing the tax on per- 
sons now under those systems. The one 
system would supplement the other. 

When Rep. Curtis, Nebraska, ex- 
pressed opposition to payment of both 
employer and employe OASI contribu- 
tions by self-employed persons, as has 
been suggested, Mr. Linton said he did 
not know who else should pav either of 
such contributions for such persons. He 
expressed the belief that “a large num- 
ber of self-employed would be glad to 


come into OASI” on that basis. If the 
tax rate went to 6%, he said the self- 
employed “would get their money’s 
worth.” 

Mr. Linton opposed any government 
subsidizing of OASI without extension 
of its coverage. When Rep. Jenkins said 
“many want to come into OASI, but 
fear they would have to Dav 5 or 6%,’ 
Mr. Linton replied that “nobody has 
suggested, legislative-wise, , Payment of 
more than 3% at any time.” 


Keeping Benefits Reasonable 


When Jenkins suggested the govern- 
ment “would have to stand for paying 
the difference,” Mr. Linton replied that 
“that shows the importance of keeping 
benefits reasonable.” 

Jenkins said he wanted to do “some- 
thing reasonable,” but found himself 
“going over a precipice. People would 
want to get back what they put in,” he 
added. 

"it: is important not to trv to put so- 
cial security on a regular life insurance 
basis,” Mr. Linton answered. 

Rep. Cooper, Tennessee, acting as 
chairman in absence of Rep. Doughton, 
North Carolina, asked a number of ques- 
tions about the proposed situation of 
self-employed under an amended pro- 
gram. 

Mr. Linton said income tax returns of 
those with net income of $500 or more 
a year could be used as basis for figur- 
ing their contributions. Tax could be 
levied at 2% on net income for social 
security protection. 

When Cooper asked for comparative 
figures on cost of social security and a 
commercial annuity for the self-em- 
ployed, Linton said that “as long as the 
OASI tax totals 2% he would be getting 
a great bargain. If the rate went to 6% 
that might be close to the line” of annu- 
ity cost. 

He called attention, however. to “con- 
tingencies” in social securitv not taken 
into account in the annuity business, 
such as the matter of dependents, etc. 
A single man or woman, self-employed, 
might have to pay more under social 
security than an annuity would cost, he 
admitted. If a self-employed man came 
into social security at age 35. Mr. Lin- 
ton said, “he would be paying a lot less” 
than cost of an annuity. He added that 
total 6% contribution by a married man 
with two children “would not be excess 
payment,” compared to the cost of an- 
nuity. 

Besides submitting formal recom- 
mendations of the N.A.L.U. social secur- 
ity committee, Mr. Benson told of 


surveys made among agents relative to 
social security. Results of these were 
indicated some time ago. He recom- 
mended that benefits should be main- 
tained at a point that will encourage in- 
itiative and thrift. If benefits are in- 
creased above a subsistence level, he 
predicted, it will be very difficult to 
lower them. 


Government Subsidy 


Many self-employed complain because 
they are not covered by OASI, he said. 
“That is a marked trend.” Everybody 
should be covered if possible, so as to 
eliminate the present “in and out” situa- 
tion. As the time may come when gov- 
ernment subsidy will be required, he 
said, it would be unfair to provide bene- 
fits for one class of citizens and not 
others. 

It is desirable to establish benefits at 
a subsistence level or “floor” for every- 
body, Mr. Benson said, and ultimately 
that will tend to eliminate the problem 
of public assistance; it is more econom- 
ical to deal with that problem under one 
system. 

Concerning revision of the OASI 
benefit formula, he said the present 1% 
increment is a “bad deal.” ‘From our 
standpoint, we don’t like it; so few peo- 
ple understand it. The simpler the sys- 
tem, the better it is,” as coverage is ex- 
tended. 


Educational Work 


The speaker urged there be educa- 
tional work to get across to the public 
the idea that “social security is not in- 
surance.” The mind of the social secur- 
ity-covered should be “disabused” of the 
idea that he has a “vested right,” because 
“he gets protection for his wife and 
children, and protection for himself at 
age 65; he is paying the tax to help him- 
self get a better job by retiring older 
men.” 

Urging retention of the present $85 
monthly OASI benefit and $3,000 annual 
wage base, Mr. Benson said “private 
pension plans are pretty well geared” to 
that basis. However, he favored increas- 
ing minimum benefit to $25 or $30 per 
month. 

“Ten years ago the insurance com- 
panies were nearly all against social 
security,” remarked Rep. Jenkins. “Now 
they are for it.” 

“We all learn as we go along,” Mr. 
Benson replied. 

“Since they 
helps me in going along with it,” 
Jenkins. 

Rep. Cooper recalled that under origi- 
nal social security proposals provision 
was made for including the self-em- 
ployed, “but we did not keep it in the 
bill because of opposition. ‘Practically 

(CONTINUED ON PAGE 22) 


changed their mind, it 
said 


Prudential to Build 
S. Chicago Dwellings 


A housing project for 1,500 to 2,000 
families will be constructed by Prud- 
ential on 70 acres of south side Chicago 
land, and actual work on the garden- 
type dwellings will begin as soon as the 
formality of gaining a clear title to the 
tract has been negotiated. 

Costing between $9 and $10 million, 
the project will include both multiple 
and single dwellings. It will adjoin 
Avalon Park, a 25-acre tract affording 
various community and recreational fa- 
cilities. 

This is the first instance of a large 
eastern insurance company becoming 
interested in housing project develop- 
ment in the Chicago area. No plans or 
specifications have been drawn up as yet, 
however, and the company has not indi- 
cated a date for completion. 

The civilian production administration, 
which placed all construction under gov- 
ernment control March 26, is expected 
to authorize purchase of materials 
through the priority system. Veterans 
and their families are to have first op- 
portunities to occupy the new units, 
rents for which are to be subject to OPA 
schedule approval. 

Cost of the land was $462,000. 





Buckeye Union Buys Old 


Columbus Mut. Home Offiice 


COLUMBUS—Buckeye Union Casu- 
alty has purchased the old home office 


property in Broad street of Columbus 


Mutual Life. It is now occupied by Mid- 
land Mutual Life, but that company is 
searching for a new home. It is under- 
stood Buckeye Union will move into this 
location when Midland Mutual is able 
to find new quarters. The building pro- 
vides considerably more floor space for 
Buckeye Union than its present building, 





Metropolitan Names Managers 


Clarence Kay, formerly manager of 
Metropolitan Life Fairmount, Philadel- 
phia, district, has been placed in charge 
at Bristol, Pa. He succeededs John O, 
Slammer. Mr. Kay joined Metropolitan 
in New York and subsequently was su- 
pervisor, agency sales instructor, field 
training instructor and manager. 

Walter L. Hall, formerly assistant 
manager of Metropolitan at Harrisburg, 
has been appointed manager of the Har- 
rowgate, Philadelphia, district. He suc- 
ceeds George R. Loeb, who has been 
transferred to the William Penn, Phila- 
delphia district. Mr. Hall has been with 
the company since 1934. In 1938 he was 
promoted to assistant manager. 





Principals in Recent Sun Life of Canada Changes 














Principals in changes announced recently by Sun Life of Canada are, from left to right, E. A. McNutt, vice-president and 


treasurer, who is retiring after 40 years with the company; H. P. Thornhill, slated to become treasurer; A. M. 


Campbell, 


newly appointed actuary, and J. B. Mabon, who has been named underwriting executive. 
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Minn. Congress 
Draws Record 
Attendance 


ST. PAUL—The first post-war sales 
congress at St. Paul drew a record total 
of 600 members of the Minnesota Asso- 
ciation of Life Underwriters. 

Governor Thye opened the congress 
and stressed the social implications of 
insurance work. 

John P. Lynch, John Hancock, St. 
Paul, president of the state association, 
gave a brief address and turned the pro- 
gram over to Robert E. Shay, Bankers 
Life manager at Minneapolis, and Steve 
Asbury, Aetna Life, St. Paul, who intro- 
duced the speakers. 


Lucas Talks on Prospecting 


George J. Lucas, Million Dollar Round 
Table member and Sioux Falls special 
agent of New York Life, stressed the 
importance of getting the names of pros- 
pects and told how he does it. But get- 
ting names is not sufficient, the agent 
must get all data he can about the pros- 
pects, he said. 

Mr. Lucas suggested that to become 
a successful producer, the agent should 
have a definite plan of operation; estab- 
lish confidence he has the ability to serve 
better than anyone else; know the com- 
munity leaders and win their respect; 
contribute to the community. 

Henry Stout, general agent for John 
Hancock at Dayton, O., dwelt on the 
economic importance of the small pol- 
icy. “Those who write small policies 
may well be proud of their work. Let 
us never look down on the small sale,” 
he said. 


Praises Industrial Agent 


Mr. Stout paid tribute to the indus- 
trial agent whose work benefits so many 
families of small means. 

How a consistently large producer in 
a large city operates was pictured by 
Frank L. MacFarlane, Northwestern 
Mutual, Cleveland. Educated as an en- 
gineer, he gave that up to enter life in- 
surance where he found that the top 
producers function like a well-organized 
industry. 

Mr. MacFarlane said prospecting was 
the first phase of his system and said he 
gets names from close friends; through 
centers of influence; by asking top men 
in an industry the names of progressive 
men in the firm. One of his best sources, 
he said, are men who serve as financial 
advisers to successful men. These ad- 
visers include lawyers, investment coun- 
sel and tax experts. 

He described his first interview with 
the prospect as purely to make certain 
the prospect is in a financial position to 
take on the insurance. On his second 
interview, Mr. MacFarlane said he never 
uses high pressure salesmanship and 
does not try to close the sale. Most of 
his business is closed on the third inter- 
view. 


Prestige Value 


Mr. MacFarlane stressed the value of 
prestige building. In his own case he 
has found most helpful in a well-satis- 
fied client, his C.L.U. designation; ac- 
tivity in the local association; publicity 
by his general agent, activity in civic 
affairs. 

A talk by Lester O. Schriver, general 
agent of Aetna Life at Peoria, IIl., closed 
the session. 

“What are we going to do with our 
world?” he,asked. “We have created a 
neighborhood of the world and a neigh- 
borhood without brotherhood is danger- 
ous. One thing we will need badly in 
this atomic age is a sense of humor. We 
Must go forward with open minds wher- 
ever truth takes us.” 

Humor was provided at the luncheon 
by Frank L. Madden, secretary to Mayor 
McDonough of St. Paul, and a former 
life agent, who gave his formula for an 
unsuccessful agent. 

Minnesota agents will get behind the 
campaign to raise Minnesota’s share of 
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the national fund to combat cancer, it 
was made clear after Arthur Hustad, 
Northwestern National Life, Minneapo- 
lis, made an appeal for support at the 
close of the morning session. O. J. Ar- 
nold, president of Northwestern Nation- 
al, is chairman of the campaign in Min- 
nesota. 

Steve Asbury, Aetna Life, St. Paul, 
was chairman of the sales congress com- 
mittee. 


Zone 1 Parley at Hartford 


Discussion of the rating bills that will 
be taken up at the Portland convention 
of the National Association of Insurance 
Commissioners was the principal feature 
of thé zone 1 meeting of N.A.I.C. at 
Hartford. Commissioner Allyn of Con- 
necticut, the host commissioner, was re- 
elected to represent the zone on the 
N.A.I.C. executlve committee. Deputy 


be 


Commissioner Gough of New Jersey 
was reelected as zone chairman. 

At a luncheon Tuesday Gov. Baldwin 
told the group that “the next 10 years 
really spell the fate of insurance as pri- 
vate enterprise. A great deal of respon- 
sibility rests upon the shoulders of in- 
surance commissioners.” 

Chief executives of Hartford compa- 
nies were hosts at a dinner. M. B. 
3rainard, Aetna Life, was toastmaster. 
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IN OUR 40* year 


FIRST-QUARTER 
HIGHLIGHTS 


* New paid for life insurance 
increased to 54.3%. 


* Admitted assets now exceed 


Fifty Million Dollars. 


* Non-medical increased from 


$2,500 to $5,000. 


* Accidental death benefits 
liberalized retroactively to 
cover commercial air fare- 


paying passengers. 


THE MIDLAND MUTUAL LIFE 


Insurance Company 


Columbus 16, Ohio 
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Tips on 1 Estate Planning 
Given in N.Y. Assn. Series 





NEW YORK—The second in the 
New York City Life Underwriters Asso- 
ciation’s “spring tonic” series gave the 
members an insight into the operations 
of three estate planning experts—C. L. 
Post, who is not affiliated with any com- 
pany, Howard Hanway of Mutual Bene- 
fit Life and Roger Bourland of Mutual 
Life, all of New York Citv. 

Mr. Post stressed the point that the 
general estate should be disregarded as a 
source of assured income because its 
value can change over night. Hence, 
there is no one too wealthy for the agent 
to approach on the basis of a minimum 
guaranteed income through life insur- 
ance. Asked what the minimum amount 
of life insurance is that should be pro- 
grammed, Mr. Post said that almost any- 
one’s insurance should be so handled. He 
said that the presence of social security 
in most situations makes programming 
practicable for a great many more peo- 
ple. 

Mr. Post made the point that life in- 
surance is the best possible hedge against 
inflation, even though it gives the bene- 


ficiary a fixed income while prices are 
rising, because this income does not re- 
quire her to be at any particular place. 
Consequently, she can move to wherever 
she can get the most for her money and 
the cost of living is the lowest. It is 
much better to rely on a fixed income 
from life insurance than to trv to beat 
the forces of inflation by anv other type 
of investment program. 


Insurance Just a Tool 


Mr. Hanway said that estate planning 
is valuable to the agent not only in the 
approach, the sale, and the close, but in 
the friends it brings him and in the gen- 
eral satisfaction in his work. In the ap- 
proach estate planning provides an un- 
impeachable story to tell for it applies to 
any family man. In this connection Mr. 
Hanway told how he meets the objec- 
tion, “I don’t believe in life insurance.” 

“Neither do I,” Mr. Hanway replies, 
and then shuts up and waits. The pros- 
pect almost invariably asks what he 
means and, having asked the question, 
is obliged to listen to the answer. Mr. 








fortune. 
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COMMONWEALTH 


Commentary 


FOR SALE—A FINE PROPERTY 


That is a sign which is figuratively tacked on the face 
of every life insurance contract offered for the purposes 
of investment, retirement income or endowment. 


Possession of some form of property for the creation 
of an estate is the quest of most men, but a quest that is 
often rendered fruitless by almost insurmountable diff- 
culties of property purchase. 
pose, must provide an income when needed. Yet under 
most purchase plans, it is years before the property 
being bought can represent any sort of true equity, with 
the added danger of total loss through financial mis- 


The life insurance contract fills in every deficiency 
of the orthodox type of property investment. It is avail- 
able on terms we can meet, for it can be bought for a 
down-payment of somewhere between 2% and 5%, and 
annual instalments of like amount. It can be bought on 
the instalment plan today, goes into action at the exact 
moment when it is needed, and all instalments are can- 
celable in event of death. Life insurance property offers 
these advantages because it is that particular kind of 
property which pays no income when we do not need it, 
and therefore is able to pay a larger, surer income than 
any other kind of property when income is needed. 





Insurance in Force, Feb. 2 


COMMONWEALTH 


INSURANCE COMPANY 


MORTON BOYD, President 






Property, to fulfill its pur- 
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Hanway then goes on to explain that 
life insurance is only a tool and that it 
is the structure that is important. The 
tool is secondary. It is not life insurance 
but the problems of life that are impor- 
tant. 

In obtaining the confidential informa- 
tion needed in making a sale, the estate 
planning approach is essential. Mr. Han- 
way said that the agent is accepting an 
obligation to do more than merely sell. 
He must exercise his knowledge on be- 
half of the prospect. 

As to the close, Mr. Hanway said that 
he never had to make a sale if he had 
done a good job in his presentation. He 
criticized the practice of obtaining infor- 
mation and then turning it over to some- 
one else in the office to program. An- 
other advantage of programming is that 
probing the insured’s needs enables 
the agent to sell far more insurance. 


Sold $106,000 


Mr. Hanway told of calling on a man 
who had just bought a $5,000 family in- 
come policy for himself and a $5,000 or- 
dinary life policy for his wife. The agent 
had made a package sale but by the es- 
tate analysis approach Mr. Hanway un- 
earthed further needs and was able to 
sell an additional $106,000. 

As an example of the rewards beyond 
commissions, Mr. Hanway recounted a 
sale made to a man who “knew” he was 
uninsurable. This man had a very un- 
favorable medical history but he had re- 
covered to the extent where Mutual 
Benefit issued $35,000 standard. The pol- 
icyholder’s morale improved so much 
that he became worth more to his firm, 
which gave him two raises shortly after- 
ward. Later, with his firm’s blessing, he 
left to set up his own business, a step 
which he said he wouldn’t have dared 
take before he obtained the insurance. 

Mr. Bourland said that the five steps 
in programming are to size up the situ- 
ation, develop the need, make an ac- 
counting of present assets, find places 
where needs are not filled. and finally, 
close. As for the close, he said if it takes 
much pressure there is something wrong 
with the preceding part of the sale. He 
gave the following as 10 commandments 
of programming: 

1. Keep the entire program simple. 
People do not like anything they do not 
understand. 

2. Provide plenty of cash at the in- 
sured’s death, and plenty for emergen- 
cies later. When its a close decision be- 
tween cash and income—-choose cash! 

3. Never provide an income that is 
below the minimum requirements of a 
family. A comfortable income for a few 
years is better than a starvation income 
for life. 


No Fortune-Teller 


4. Don’t tie up money too tightly or 
for too long. Take care of first bene- 
ficiaries and go slow. You may be good, 
but you are no fortune-teller. 

5. Start at “today,” provide an ade- 
quate income, and work forward. Don’t 
let the child starve for 15 vears to live 
in comfort through college. 

6. Teach the necessitv of regular re- 
view to your client—whether vou are 
around or not. A program may prove to 
be a disservice if not kept current. 

7. Remember some policies lapse or 
are borrowed against. When there are 
several beneficiaries, pay income from a 
pool of the proceeds. When there are 
several policies in different companies, 
let incomes from each run concurrently. 

8. Be accurate in principle, but don’t 
split hairs on figures. There are too 
many variables to quibble over pennies 
payable 20 years hence. 

9. Never forget the unborn child or 
disinherit him. Children should rarely be 
named individually. 

10. Have your own program the mod- 
el of simplicity. It’s the best asset you 
have. 


Discusses Group Life 


CINCINNATI — O. E. Wright, man- 
ager of the group and pension depart- 
ment of the Craig agency of Aetna Life, 
will speak on “Group Life Insurance” 
at the meeting of the Cincinnati Fire 
Underwriters Association April 11. 
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Mark Lasnmel 








K. D. Hamer, vice-president and agency 
director of Pan-American Life, is here 
presenting to President C. H. Ellis a sheaf 
of “Marching Field Man” slips. On each 
slip, showing the name of the agent and 
amount of new business written by him, 
was an autographed greeting to the four 
senior officials. The presentation was 
made on the 34th anniversary of Pan- 
American. Mr. Ellis accepted the slips 
on behalf of the four senior officials, the 
others being E. G. Simmons, executive 
vice-president; E. J. McGivney, vice-presi- 
dent and general counsel, and Dr. Marion 
Souchon, vice-president and medical di- 
rector. 


Attorney Speaks 01 on 


Estate Programs 
CINCINNATI—The importance of 


close working arrangements between the 
lawyer and life insurance agent, par- 
ticularly with respect to business insur- 
ance, was stressed by J. H. Head, well- 
known attorney, in an address to the 
Cincinnati C. L. U. chapter. It is too 
late after an estate once accumulates to 
develop any sound program, he said. It 
is surprising how few individuals think 
about their estate problems. The num- 
ber of antiquated wills by business men 
is amazing. 

Selective selling is as important in the 
business insurance field as in the person- 
al insurance field. The agent doesn’t 
sell educational policies to a prospect 
when he hasn’t even provided a bare 
subsistence for his wife and family. The 
situation of the owner of a_ business 
should be considered as it affects his per- 
sonal situation. It is ridiculous to have 
a retirement program when the problems 
occasioned by the death of the owner 
have not been considered. 

Prior to the passage of the 1942 reve- 
nue act, on a $500,000 estate there was 
a 4% estate tax and it was not a hard 
problem to raise $20,000 for taxes. Now 
a 30% rate is in effect. Many business 
men, he said, are almost confronted with 
the question of giving their business to 
charity in order to preserve the balance 
of their estate. ; 

Mr. Head discussed three recent typi- 
cal cases with which he had experience 
involving a sole proprietorship, a part- 
nership, and a relatively small corpora- 
tion, and the solution of their problems 
with the assistance of life insurance. The 
continuity of management must be pre- 
served as well as the continuity of own- 
ership, he pointed out. He stated that 
when a corporate life insurance program 
has a sound purpose, it would be diffi- 
cult for the revenue bureau to point its 
finger at the accumulation of funds un- 
der Section 102. If it was the salvation 
of the business in the event of the death 
of the owner, it could not be taxed. The 
cash value of the insurance can be 
worked in the price formula for the de- 
termination of the valuation of the stock 
under the program. 

A strong trend is evident today to- 
ward the corporate form of business. 
When a corporation buys life insurance, 
it buys insurance with cheaper dollars 
because only a corporate income tax 18 
paid on them. 
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hcmnaunie ie wr 
by J. W. Randall 


“It’s a grand old business,” says Jesse 
W. Randall, president Travelers, in an 
article on insurance business in “Pro- 
tection,” agency publication of the com- 
panies. 

All of us like to feel that in devoting 
our lives to our particular occupation or 
profession, we are doing something more 
that merely earning a living. We all 
like to feel that our work is important 
and constructive; that it is helping in 
some way to make this world a better 
place in which to live. 

Insurance is the modern interpretation 

of the ancient biblical precept: “Bear ye 
one another’s burdens.” It is a business- 
like, voluntary and successful method of 
spreading over many the cost of a mis- 
fortune or disaster which would ruin an 
individual if he had to bear it himself. 
It is a means of sharing misfortune, of 
breaking its cost into small payments 
that can easily be borne by those who 
take advantage of it. 

There are two ways of helping people 
who have suffered misfortune: character 
and insurance. Insurance helps people 
to help themselves. It does not under- 
mine a man’s self respect to accept in- 
surance benefits. He has paid for his 
insurance. Insurance accomplishes more 
than charity can attempt to do—and does 
it without making dependents of those 
who receive its benefits. 

Tragedy is not a prerequisite of all the 
payments made under life policies. Every 
winter many checks are mailed to ad- 
dresses in Florida, California and other 
congenial areas. These are the monthly 
income checks provided by policies 
bought to protect the family in case of 
death before age 65, but also to assure 
a comfortable retirement income for a 
man and his wife, if the buyer lives be- 
yond age 65. 

Would Americans have been willing to 
spend much of his income for anything 
other than essentials until he had saved 
a substantial sum of money, if he 
couldn’t create immediately by means of 
life insurance a sum sufficient to take 
care of his family in case of his death? 


Modern Woodmen Meets June 4 


Modern Woodman will hold its 25th 
head camp in Hotel Sherman, Chicago, 
starting June 4. This will be a meeting 
that was postponed from 1945 due to 
ODT restrictions in time of war. 

The society’s new business production 
in February rose 50% over the same 
month of 1945 and totaled $2,632,155. 
There was a 52% increase in permanent 
forms written over the same period last 
year, 








John J. Pierrepont Made Director 


Sig gen ant John Jay Pierrepont, 

S. N. retired, has been elected director 

of Home Life. He succeeds his father, 
Robert L. Pierrepont. 

Henry E. Pierrepont was one of the 
incorporators of Home Life. He was 
succeeded to the board in 1888 by his 
son, Henry E. Pierrepont, Jr. He in turn 
was succeeded on his death in 1911 by 
his son, Robert L. Pierrepont. Robert 
L. Pierrepont served on the board from 
1912 until his death in 1945. 





Commonwealth Life in March had the 
greatest month in the company’s history. 
The occasion was the sixth annual 
March for Boyd, the production cam- 
paign held in March each year in honor 
of President Morton Boyd. 

Producing for one month at an annual 
rate of more than $100,000,000, the com- 
pany’s industrial and ordinary depart- 
ments exceeded an assigned goal of 
$6,250,000 by more than two millions, 
writing $8,590,000 of combined business. 
Increase in insurance in force was ap- 
Proximately four million dollars. 





The Chicago branch of Acacia Mu- 
tual under Leland O. Nashem, manager, 
Paid $1,704,000 in the first quarter of 
1946, compared to $1,008,546 in same 
Period last year, an increase of 70%. 


XUM 





Timbers Named Deputy 
Commissioner in Wis. 


MADISON, WIS.—Charles J. Tim- 
bers, for 23 years with the Fire Insur- 
ance Rating Bureau at Milwaukee, has 
been named deputy commissioner of in- 
surance of Wisconsin by Commissioner 
Duel. For a number of years the Wis- 
consin department has been without a 
regularly appointed deputy commis- 
sioner. 

Before going with the rating bureau, 
Mr. Timbers was deputy commissioner 
under Platt Whitman, 1921-1923. He en- 
tered the department in 1915 under for- 


mer Commissioner M. J. Cleary, now 
president of Northwestern Mutual Life. 
He served as manager of the state in- 
surance fund and also was an_ examiner 
in the department. 

At the rating bureau he has been su- 
perintendent of service, having charge of 
forms and rules and of inland marine. 





Missouri Tax Bills Signed 


JEFFERSON CITY—Gov. Donnelly 
has signed two bills passed by the Mis- 
souri general assembly setting up tax 
rates on intangible personal property. 
One of the bills assesses a tax of 2% on 
all premiums paid mutual insurance com- 
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panies. The other bills fixing the same 
rate for other types of insurance compa- 
nies are also on the governor’s desk, as 
is the basic intangible tax measure which 
sets a rate of 4% on the yield of intan- 
gibles. 


A. H. Kahler Tours Texas 


A. H. Kahler, second vice-president 
and superintendent of agencies for In- 
dianapolis Life is visiting the company’s 
agencies in Dallas, Fort Worth, San An- 
tonio and Houston during April. The 
company reports that Texas stands 
second among all the states in new paid 
business for the first quarter of 1946. 
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Grass is always supposed to be greener in the next pasture. That’s why they 


have fences for cows. And that, too, is why there are globe trotters, and 


divorce courts, and dissatisfied life insurance salesmen. 


But Franklin salesmen don’t bother looking over fences with that day- 


dreaming light in their eyes. They know that the grass is greenest right where 


they are. Last year the hundred leading Franklin representatives averaged 


$12,645.67 in commission earnings. The top thirty-five averaged $19,117.38. 
The top ten averaged $27,462.77. 


That's lots of alfalfa! 


So if you are suffering from wallet-anemia, and have developed a roving 


eye for the fields beyond the fence, take a look at a Franklin Agency contract. 


It assures contentment, with an ample supply of “long green.” 









CHAS. E. BECKER, PRESIDENT 








INSURANCE 
COMPANY 


SPRINGFIELD, ILLINOIS 


DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America ° 


Over $360,000,000.00 Insurance in Force 
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Managers Section 
to Hold 18 Meetings 


Meeting in Omaha, the general agents 
and managers committee of the National 
Association of Life Underwriters com- 
pleted plans for 18 area conferences to 
be held in May or June. 

The western area is headed by James 
H. Brennan, Chicago, and the eastern 
area by Osborne Bethea, 
Western area chairmen are 
Green, Seattle; Walter J. Stoessel, 
Angeles; James D. Edgecomb, Fort 
Worth; Bert A. Hedges, Wichita; Lee 
Wandling, Omaha; Ray E. Habermann, 
Minneapolis; Earl M. Schwemm, Chi- 
cago; E. W. Albachten, Detroit, and 
Oren D. Pritchard, Indianapolis. East- 
ern area chairmen are Russell P. Thier- 
bach, Cleveland; R. Sclater Brown, 
Nashville; Angus B. Rosborough, Jack- 
sonville: Herbert R. Hill, Richmond; 
Steacy E. Webster, Pittsburgh: Glenn 
B. Dorr, Hartford; Frank Bobst, Boston; 
Howard C. Lawrence, Newark, and J 
Stinson Scott, Rochester. 

Each area chairman will appoint a 
committee composed of himself and the 
presidents of the local managers asso- 
ciations in his area to complete plans for 
the conference. The location of the 
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« WE ARE PLEASED TO 
ANNOUNCE THE APPOINT- 
MENT OF ROBERT M. 
RYKER AS DIRECTOR OF 
RESEARCH FOR OUR SALES 
TRAINING DIVISION. 

. oo * * 

MR. RYKER is well-equipped 
by experience and aptitude 
for his new work. 

AFTER GRADUATING 
FROM DEPAUW UNIVER- 
SITY, Mr. Ryker did news- 
paper work, and then went 
with the Life of Virginia as a 
field man. Because of his or- 
ganizing and teaching ability, 
Mr. Ryker aided in the prepa- 
ration of a comprehensive 
training program which he 
then conducted in the com- 
pany’s agencies. 

AS OUR RESEARCH DI- 
RECTOR, Mr. Ryker will 
survey commercial training 
plans with particular refer- 
ences to techniques, developed 
by the army and navy. He 
will then spend _ several 
months in the teacher train- 
ing departments of selected 
universities, searching for 


new developments. 
& os oo * 


WE WELCOME HIM TO OUR 
ORGANIZATION AND ARE 
SURE THAT HE WILL SOON 
BE MAKING A NEW AND A 
LONG-NEEDED CONTRIBU- 
TION TO THE TRAINING 
PROBLEM. 





PAUL SPEICHER 
Managing Editor 


THE INSURANCE 


"RESEARCH & REVIEW SERVICE 
INDIANAPOLIS 











New York. 
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meeting and all other details are to be 
left in the hands of the area chairman 
and his committee, although it is desired 
that each meeting follow the same gen- 
eral pattern and cover the following sub- 
jects: 

Value, importance and use of the man- 
agers’ associations handbook; the new 
organization of the general agents and 
managers section and what it can mean 
to the members; presentation by general 
agents and managers of agency building 
patterns COV ering recruiting, training, 
supervision, and finance; open forums; 
assignment of study of research on guid- 
ance to selection tests, recruiting re- 
search, public relations study, training 
research, supervision studies or financing 
agents. 

Complete reports will be made follow- 
ing each area conference so that the ma- 
terial developed may be used at the gen- 
eral agents and managers meeting to be 
held in Cleveland at the time of the Na- 
tional association convention in Septem- 
ber. 


Jones Advanced by 
State Mutual Life 


State Mutual Life of Worcester has 
appointed Chester R. Jones general agent 
for Washington, D. C. 

Leon Katz for many years with the 
agency and who has served as acting gen- 
eral agent, will continue with the Wash- 
ington agency in the capacity of asso- 
ciate general agent. 


In Business 14 Years 


Mr. Jones , a native of Minnesota, was 
graduated in 1932 from the University 
of Minnesota. He immediately entered 
the life insurance business as a personal 
producer and was promoted to agency 
organizer in which position he made an 
outstanding record. In 1936 he left Min- 
nesota to accept an appointment as 
agency counsellor for one of the larger 
agencies in Chicago, later returning to 
St. Paul as associate general agent. _ 

He entered the army in 1943 as a pri- 
vate and he is now on terminal leave 
from his duties as a captain in the air 
force. He has been assigned to Wash- 
ington for the last two years. 





Dr. O. C. Hendrix Rejoins 
New England Mutual Life 


Dr. Olin C. Hendrix, asisstant medical 
director of New York England Mutual 
Life, has returned to the company after 
five years in the navy. A member of the 
naval reserve since 1929, he was called 
on active duty in April, 1941, with the 
rank of licutenant commander. 

He spent a year and a half in the 
Pacific theater, where he was attached 
to the seventh fleet. He helped estab- 
lish the first naval hospital in the Philip- 
pines, and later served as the naval base 
medical officer for the entire Luzon area, 
with headquarters in Manila. He was 
promoted to commander in 1942, and to 
captain in 1945. 

He graduated from the University of 
North Carolina and the Harvard med- 
ical school and joined New England Mu- 
tual in 1937. 





Gardiner Agency Record 


The Harry Gardiner agency of John 
Hancock Mutual at New York in the 
first quarter paid for $4,282,000 of or- 
dinary, compared with $3,032,000 in the 
same period a year ago. In addition 
there was a substantial volume of single 
premium annuities, retirement annuities, 
group life and group casualty business. 
The agency celebrated the record vol- 
ume with a luncheon at which Henry 
S. Koster, financial analyst and con- 
sultant, discussed purchase of life in- 
surance from corporate funds. About 
50 attended including Philip H. Peters, 
director of sales, and Chester Baugh- 
man, manager of group annuity sales 
from the home office. 


Ottfice Help Shortage Still Acute 





NEWARK-—Insurance companies as 
well as other business and government 
agencies are still suffering from an acute 
shortage of competent, trained secretar- 
ial and stenographic personnel, but some 
companies have devised methods of cir- 
cumventing this obstacle. 

T. Abrams, supervisor of person- 
nel for Prudential, said that his com- 
pany plans to augment its prewar pro- 
gram for hiring high school students on 
a part-time basis to help ease the cur- 
rent deficiency. Students, under arrange- 
ments made with high schools, are now 
working three hours a dav on three 
shifts. They are under constant super- 
— by experienced company person- 
nel. 


Pupils Vital War Aid 


Mr. Abrams said that their presence 
during the war spelled the difference 
between a tolerable situation and a seri- 
ous personnel breakdown. 

“They saved us during the war,” he 
said. 

The present program also serves as a 
recruiting method, and the better high 
school students are often taken on as 
full-time employes upon graduation. 

Prudential inaugurated a priority sys- 
tem for eliminating jobs of lesser im- 
portance at the start of the war. Today 
many—but not all—of these iobs are 
being restored in reverse order to that 
in which = were eliminated. 


NSLI ‘ “Advisers” baie 
Job, Lansing Man Declares 


Lack of proper information is the 
fundamental reason for the high propor- 
tion of lapsed National Service Life in- 
surance, C. Bernard Carman, Equitable 
of Iowa, told the Lansing (Mich.) Ro- 
tary Club, in urging club members to 
use their influence with veterans to 
maintain their coverage. 

“Experts with 35 minutes training,” 
serving as advisers at separation cen- 
ters, have thoroughly “bungled their job” 
in advising dischargees regarding main- 
tenance of their life protection, he 
charged. “It was rammed down their 
throats and they didn’t like this type of 
insurance largely for that reason. Our 
advice is for every veteran to keep his 
full $10,000 policy. Meanwhile he should 
see his own agent and check the policy 
to determine if beneficiaries are properly 
designated.” 





West Virginia Taxes Up 


Insurance companies and agents paid 
to the state of West Virginia $1,376,290 
for the year ending April 1, compared to 
$1,181,770 the previous year, sy iadg J 
to figures released by Auditor Edgar B 
Sims. 

Premium taxes netted $1,238,289 com- 
pared with $1,099,895 last year. The 
one-half of one percent fire marshal tax 
brought in $54,734 as compared with 


$48,819. Other fees included $12,276 
from companies; agent’s licenses, $62,- 
110, solicitors, $380 and brokers, $3,100. 





Equalize Mississippi Tax 

A bill to equalize premium taxes be- 
tween domestic and foreign companies 
was passed by the Mississippi legisla- 
ture on the last day of its session. The 
bill, originally introduced to require re- 
port and payments annually in February 
of each year rather than semi-annually, 
was amended in committee to equalize 
the tax as between the two types of 
companies. 


Develop Loan Plan for Agents 


Life Underwriters Credit Corp. and 
Northwestern National Bank of Minne- 
apolis have developed a joint plan for 
long-term loans to ‘insurance agents. 
Loans are made on renewal accounts, 
and are based on a self-liquidating, 
monthly payment plan. 

An agent originates the loan through 
the Credit Corp. His commission ac- 


Wartime personnel experience showed 
up a number of shortcomings in Pru- 
dential’s home office setup. and pointed 
the way to greatly increased office effi- 
ciency through combination of two or 
more operations into a single job, and in 
some cases complete elimination of one 
or more tasks now seen as of no sig- 
nificance. 

Plans for the future call for arrange- 
ments with more high schools in the 
Newark area, Mr. Abrams said. As of 
February Prudential had 606 part time 
students on its payroll, but this number 
has decreased somewhat since that time, 

Most of these students fill typing, fil- 
ing and general clerical iobs. although 
Mr. Abrams indicated that in a few cases 
they had been entrusted with jobs of 
higher classification. 


Large Veteran Return 


Prudential’s veteran situation is an en- 
couraging one. Mr. Abrams said that 
approximately 95% of its employes who 
entered service have returned to the 
company as compared with 40 to 60% 
for other business organizations. 

The company followed the policy dur- 
ing the war of not hiring male employes 
for home office organization iobs, the 
theory being that the military waiver job 
mortality rate among female employes 
would be considerably lower than among 
males—a presumption which was borne 
out by experience. 


count and contract are analyzed, and an 
independent appraisal of the value of his 
renewals is made. Each borrower is re- 
quired to state the reason for borrow- 
ing and explain for what the proceeds 
of the loan are to be used. 


Mutual Life NSLI “Ads” 


Mutual Life of New York has inaugu- 
rated a series of advertisements designed 
to point out the advantages of retaining 
NSLI and to appear in many national 
periodicals. Through the ads the com- 
pany offers a booklet on government in- 
surance which is couched in G.I. lan- 
guage and illustrated humorously by 
Otto Soglow. 


Will Observe “Sullivan Month” 


The underwriting department of Great 
Northern Life, already swamped with 
a record number of applications for 
the first three months of 1946, is expect- 
ing a record April in honor of Vice- 
president John A. Sullivan, the month 
to be known as “Sullivan month.” 








Accountants Card Being Shaped 


Plans are now being shaped for the 
annual meeting at Dallas, May 15-17 of 
the Insurance Accounting & Statistical 
Association. 

An off-the-record discussion of topics 
of current interest will be held the even- 
ing of May 15. 

Due to the demands upon members to 
take care of the increased load of busi- 
ness in all lines, it has been difficult to 
get men in the organization to commit 
themselves to prepare papers. 

The banquet comes Thursday evening. 
That afternoon company offices at Dal- 
las will be visited. 


Special Session in Wyoming 

CHEYENNE—The Wyoming legis- 
lature has been called into special session 
beginning April 15. The subjects called 
for consideration are veterans housing 
and matters affecting teachers, but the 
summons is “open”, so the legislature 
can consider insurance measures if any 
are offered. 


New Bar Unit Meets May 17 


The recently appointed committee of 
the American Bar Association on feé- 
eer on problems connected with the 

E.U.A. decision and public law 15 will 
hold its first meeting May 17. E. W. 
Sawyer, insurance lawyer of New York, 
is chairman. 
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Ekblad Sun Life 
Minneapolis Head 


Russell D. Ekblad has been appinted 
manager for Sun Life of Canada at Min- 
neapolis, succeeding Colin J. Macdonald 
who has resigned to enter another line 
of business. 

Mr. Ekblad has been, associated with 
Sun Life since 1929, when he became a 
member of the St Paul office staff. In 
1935 he was transferred first to Minne- 
apolis and subsequently to Chicago, 
where he was named group representa- 
tive in 1936. He was appointed district 
group manager at Chicago in 1941, and 
now relinquishes that position. 





Jeff. Nationai Names Craig 
to Lake County Post 


Jefferson National Life has appointed 
Harold J. Craig, Hammond, Ind., gen- 
eral agent in Lake county. He succeeds 
E. M. Ziliak, who has been transferred 
to Evansville. 

Mr. Craig has just returned from three 





CRAIG 


HAROLD J. 


years in the army air forces. Prior to 
his induction, he represented the John 
Hancock with which he was the leading 
agent in the middle west and tenth in 
the United States among 7,000 industrial 
agents for the year 1942. 





Conn. Governor Refuses to 
Continue Political Life; to 
Connecticut Mutual 


HARTFORD — Despite continued 
pressure from official Republican circles 
for a draft movement to get Governor 
Baldwin to run for reelection or for the 
United States senatorial nomination this 
fall, he stated definitely his decision to 
retire and confine himself to his duties 
as vice-president and general counsel 
tor Connecticut Mutual Life. 


Conn. May Be Key State 


Several national party leaders have 
expressed the desire that Governor 
3aldwin be a candidate this fall, prefer- 
ably for the senate, because of their 
belief that a  Republican-controlled 
house is possible if four or five Con- 
necticut Republicans are elected. Ex- 
perience in Connecticut elections has 
shown that Governor Baldwin consis- 
tently runs ahead of his party. In the 
1944 elections, he was the only Repub- 
lican returned to major office in the 
State, the Democrats winning all the 
rest, 





Fraser Agency Increase 

The John M. Fraser agency of Con- 
necticut Mutual Life, New York City, 
paid for $1,156,000 of business in 
March, an increase of 102% over the 
same month last year. 
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Bias Harrington 
Not to Address 
W. Va. Legislature 


In THE NATIONAL UNDERWRITER of 
last week, it was indicated that Commis- 
sioner Harrington of Massachusetts and 
Superintendent Dineen of New York 
will address the legislature of West Vir- 
ginia while they are at Charleston April 
19-20 for a meeting of the commission- 
ers of zone 2. We have been informed 
that the West Virginia legislature is 
no longer in session and that these 
two leaders of the National Association 
of Insurance Commissioners are sched- 
uled only as dinner speakers on April 19. 

The story came from a reliable cor- 
respondent, who must have been con- 
fused. We regret its publication. 





Preferred Stock Yield Dwindles 


Companies that in the last two or 
three years have entered the preferred 
stock field for investments find that the 
return in that direction is diminishing. 
For instance, one company a year ago 
undertook to buy preferred stocks that 
met its requirements to yield 4.2%. 
Now it has had to drop its sights to 


3.2%. Also there has been a pronounced 
tendency to call preferred stocks and 
the insurers have lost some choice equi- 
ties in this way. 


Mutual Benefit Women Elect 


At the annual meeting and_ dinner 
of the Women’s Club of Mutual Bene- 
fit Life, these officers were elected: 
President, Phyllis A. Thomas; vice- 
president, Maxine Tougas; secretary, 
Adeline Anderson; treasurer, Lillian 
Bleier. Mildred K. Thompson, private 
secretary to President John S. Thomp- 
ton, is retiring president. 


N. J. Life-Trust Dinner 


The Life Insurance & Trust Council 
of North Jersey will hold a dinner- 
meeting in Newark, May 2. 


Floyd Hartford C.LU. Speaker 


Frederick W. Floyd, secretary of the 
American Society of C.L.U., spoke at 
the April meeting at Hartford on 
“C.L.U. on the March.” 

Mr. Floyd is making a tour of the 
country visiting local chapters. 


Insurance Faker in Milwaukee 


Activities of an insurance faker have 
been reported in Milwaukee. 


The man uses the old gag 


of calling on 


9 


a widow as a representative of an insur- 
ance company, saying that they had is- 
sued a policy on her husband's life. To 
make certain, the man asked $20 for re- 
search and never returned. 

His description tallies with that of 
Jake Landau, who has been operating 
for a number of years in the mid-west. 





To Revise Occupational Manual 


The Bureau of Personal Accident 
& Health Underwriters has appointed 
James A. Connor, Jr., to its staff. He 
will aid in revising the occupational 
classifications manual which is expected 
to take about two years. 

Mr. Connor is a graduate of the 
University of Pennsylvania where he 
majored in economics and mathematics. 
He then entered military service from 
which he recently was discharged. 


Beck National’s C.L.U. Chief 


Arthur L. 
falo, 
National 
group. 





Beck, general agent at Buf- 
has been elected president of the 
Life of Vermont’s C.L.U. 


of Northwestern Mu- 
tual, Buffalo, will address the Rochester 
C.L.U. Chapter March 13 on “Personal 
Estate Analysis.” 


Philip Cohen, 


















his health, then— 


ages under 60—either men or 
—at no specific extra charge. 


The protection is protected. 


If you want to protect your client 
against the possibilities of his being 
unable to keep up premium payments 
on his insurance because of a break in 


You will want to recommend a Pru- 
dential contract, since the Waiver of 
Premium Disability Benefit is auto- 
matically included in all Ordinary 
policies issued at standard rates, at 
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Connecticut General 
Club Has Conference 


Members of the President’s Club of 
Connecticut General Life met at Boca 
Raton, Fla., for a four-day conference, 
the first meeting of: this club in five 
years. 

Membership is limited to a _ select 
group who have established outstanding 
records of service to clients and in pro- 
duction of business. 


Company Officers Attend 


Theme of the business program was 
“Clientele Building Through Personal, 
Business, and Employe Benefit Pro- 
grams.” F. Hobert Haviland, vice-presi- 
dent, and James L. Cole, superintendent 
of agencies, were chairmen of the busi- 


ness sessions, President Frazar B. 
Wilde, gave the welcoming address. 
Philip I. Holway, Hartford, spoke on 


“Programming the Executive” ; Irving 
Weinberg, New York, on “The Invest- 
ment of Life Insurance”; Stuart F, 
Smith, manager, Philadelphia, on “Pro- 
gramming a Business Interest,’ and 
Francis P. McGuire, attorney, on “Legal 
Aspects.” 

“Employe Benefit Programs” 
cussed by C. Manton Eddy, 


was dis- 
vice-presi- 


dent and secretary Morgan H. Alvord, 
assistant actuary and Mr. Smith. Dr. 
Albert J. Robinson, vice-president and 
medical director talked on “Broadening 
Your Scope of Acceptable Clients,” and 
Mr. Haviland on “The Connecticut Gen- 
eral Man’s Destiny.” 

Officers of the club for the coming 
year are H. Kennedy Nickell, of the 
Covell agency, Chicago, chairman of the 
executive committee; Irving Weinberg, 
of the Smerling agency, New York, 
president; Emmett F. Graaf, of the An- 
derson agency, Minneapolis, vice-presi- 
dent, and R. Spencer McClure and Carl 
D. H. Prussing of the Smith agency, 
Philadelphia, executive committee. 





Family Group Hospital Form 


Occidental Life has added a new fam- 
ily group hospital indemnity policy 
which provides $3 to $7 a day hospital 
benefits for adults 18-59, and $3 to $5 per 
day for children, pay able at the full rate 
for 60 days, with half benefits for an ad- 
ditional 60 days. The coverage is non- 
occupational. The basic policy provides 
up to $25 indemnity jn any one hospital- 
ization for ambulance, x-ray, medicines, 
etc., and daily indemnity for graduate 
nurse if necessary in the home within 
the 120-day limit. Surgical operation 
schedules may be added, with benefits 
ranging from $5-$100 and $10-$200. 





As now ab 


THE NEXT MINUTE 


That's the streamlined, Organized Selling 
Plan for Minnesota Mutual agents. 


Anticipating post-war insurance trends, The 
Minnesota Mutual Life Insurance Company has 
re-formulated its Organized Selling Plan, par- 
ticularly designed to extract the maximum re- 
sults from selling efforts. 


The Organized Selling Plan is tailored to fit 
Minnesota Mutual's "a policy for every pur- 
pose" program. It saves you time, eliminates 
waste effort and earns you money. 





THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul 1, Minnesota 














Three New York Bills Are 
Signed by Gov. Dewey 


Governor Dewey of New York has 
signed bills which permit life companies 
to pay 6%4% renewal commissions on 
monthly business, permit companies to 
invest in income- ‘producing real estate, 
except for certain classes of properties, 
up to 3% of assets; and require frater- 
nals to bring their reserves toa specified 
standard within seven years, with per- 
missible extension for three additional 
years, 

Governor Dewey vetoed a bill to per- 
mit the Syracuse Life Underwriters As- 
sociation to incorporate as a member- 
ship corporation using the word “under- 
writer” as part of its name. Referring 
to the statutory restrictions on the use 
of “underwriter” or “underwriters” in 
corporate names, Governor Dewey said 
that “while it is common practice for 
brokers and agents to refer to them- 
selves as underwriters, it would never- 
theless be misleading to the public to in- 
clude the prohibited words in the name 
of a corporation which is engaged in the 
business of acting as an insurance agent 
or broker.” 


Kaufman Sets His Goal, 
Then Surpasses It 


Nate Kaufman, general agent for In- 
dianapolis Life at Shelbyville, Ind., set 
himself a personal production goal of 
$25,000 per week for the first quarter of 
the year and then set about to live up to 
it. 

Now the quarter is over and the com- 
pany reports that only during two of 
these weeks was the amount $25,000. 
Two other weeks it was $26,000. All 
other weeks he had more than $30,000, 
largest being $51,000 and second best 
$40,000. His total business for the quar- 
ter was $415,095. In January he wrote 
21 cases; in February, 19, and in March, 
19. 

In addition to a belief that the setting 
of a personal goal is worthwhile to the 
agent, Mr. Kaufman is a firm believer in 
keeping an accurate record of his work. 
He knows just how many calls and in- 
terviews he has made each month. 

Following this method, Mr. Kaufman, 
who entered the business in 1940, has 
qualified for the million dollar round 
table for the past two years, is president 
of the Indianapolis Life Counselors Club 
and has consistently earned the national 
quality award. 








Snag in S. C. Agents Group Plan 


The program to set up a plan of group 
life, disability and hospitalization insur- 
ance for members and their employes 
of the South Carolina Association of 
Insurance Agents has struck a snag. Av- 
erage age of the persons to be insured 
was estimated at 45, but the average age 
of the signed applicants is 55. This would 
increase the cost of the life insurance 
from 96c to $1.60 and H. Pierce North, 
the manager, expresses the fear that if 
the scheme were launched on that basis, 
many of the present applicants would 
drop out at the end of six months. To 
go into effect 50% of the membership 
must sign up. At present that figure has 
not quite been reached. 

A change in the plan will probably 
have to be made. 





Honor Hartford Agency Record 


The 15 members of the Hartford 
agency of Monarch Life were entertained 
by home office officials at a cocktail 
party and dinner as an award for having 
led the 42 agencies in new life business 
production in 1945. David A. Busher, 
Winsted, was top man in the agency and 
fourth in national standing. Others who 
qualified for the Leaders Club were 
Leonard Kaeser, Robert Pobuda, Julian 
Thomas and George Richards of Hart- 
ford, Harry Smith, Manchester, and C. 
M. Lantz, New Britain. Mr. Richards 
is president of the Hartford General 
Agents & Managers Association and 
vice-president of the Hartford C.L.U. 
chapter. 


-D. J. Reidy Rejonis 
Guardian Life 


Daniel J. Reidy has rejoined Guardian 
Life following his release as lieutenant 
colonel in the 
army, and has been 
appointed assistant 
Vv ic e - president. 
With direct respon- 
sibility to Vice- 
president John L, 
Cameron, Mr. 
Reidy will be in 
charge of general 
organization and 
administrative work 
including direction 
of Guardian’s per- 
sonnel program. He 
will do considera- 
ble work in the 
field as well as the home office to carry 
forward the company’s policy of unify- 
ing field and home office activities. 

He was called to active duty with the 
army in June, 1942, and as a captain was 
assigned to the War Department allot- 
ment board in Washington. Promoted 
to major in 1943, he was given a special 
insurance assignment ip the south Pa- 
cific and later in Hawaii. On his return 
from overseas he was assigned to the 
casualty branch of the adjutant gener- 
al’s office, advancing to executive officer. 
He was promoted to lieutenant colonel 
last May. He was awarded the Legion 
of Merit for his work in connection with 
the repatriation of United States prison- 
ers of war. 

Mr. Reidy joined Guardian in 1929 as 
an assistant in the claim department and 
later was made specia] claims represen- 
tative. In 1933 he was transferred to 
the law department and three years later 
was appointed assistant secretary. 

He is a graduate of Columbia Univer- 
sity and Brooklyn Law School. He is 
well-known for his activities in the In- 
ternational Claim Association, of which 
he is a past president and aided in set- 
ting up the procedure for handling war 
claims. 





D. J. Reidy 





New Agency Agreement Is 
Urged by J. E. Rutherford 


J. E. Rutherford, executive vice-presi- 
dent of the National Association of Life 
Underwriters, told a meeting of the 
New York City Life Supervisors Asso- 
ciation that if the agency system fails it 
will be because it fails from within. 

Mr. Rutherford complimented the as- 
sociation for going on record as continu- 
ing to abide by the old agency practices 
agreement and referred to the proposal 
he made at the Omaha midyear meeting 
of the N.A.L.U. that a new agency prac- 
tices agreement be drawn up. 

The new agreement should not be 
signed as was the old one, Mr. Ruther- 
ford suggested, but should be handed 
over to the companies to use all their 
influence to see that its dictates are ob- 
served. The disadvantage of having the 
new agreement signed would lie in the 
routine difficulty of obtaining the signa- 
tures of all agencies, and the consequent 
apparent lost ground from this cause, 
not reflecting a true situation. 

Mr. Rutherford invited the life super- 
visors to draw up their own list of sug- 
gestions for inclusion in the new agency 
practices agreement. 

As at Omaha, he warned the super- 
visors of the dangers of encroachment by 
savings banks, by unqualified insurers 
using direct mail methods, and direct or 
non-agent sales of insurance, saying that 
these are all potential threats to the 
agency system in general, 





Returnee Is Company Leader 


Joseph M. Schofel of the Newark 
agency of Security Mutual Life of N. Y. 
led all agents of the company for the 
first quarter. He has been with the 
agency since Jan. 2, after four vears in 
service. The agency made a 400% gain 
in the first quarter. 
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Noted Trust Officer Gives 
Important Suggestions 


Whether state statutes require specific 
authority or not to invest trust funds in 
life insurance and annuity contracts, it 
is advisable to express this authority in 
the will and trust agreement in order to 
facilitate the handling of trusteed es- 
tates, Gilbert T. Stephenson, bank di- 
rector of Wilmington, Del., and past 
president of the trust division of the 
American Bankers Association, told the 
Chicago Life Insurance & Trust Coun- 
cil at a luncheon meeting. Mr. Stephen- 
son is director of the trust research di- 
vision in the graduate school of banking 
of the A.B.A. and also of Rutgers Uni- 
versity. 


“Prudent Man” Rule 


He pointed out that in the 17 states 
which have adopted the so called “pru- 
dent man” statute trustees are permit- 
ted to invest trust funds in such form as 
a prudent man would be expected to do, 
which allows investment of these funds 
in life insurance and annuities. but in the 
remaining states the presumption is that 
this can not be done unless there is spe- 
cific authority by will or trust agree- 
ment. In Illinois since 1943, he said, 
there has been in force a statute author- 
izing investment in this form. This right 
is limited to the trustees, however. There 
have been court decisions in various jur- 
isdictions that life insurance and annui- 
ties are investments qualifying under the 
prudent man rule. 

Another point is that unless there is 
written into the will or the life insurance 
a specific provision as to the use of the 
life insurance proceeds for payment of 
death duties, these proceeds may go 
astray. A serious situation also is likely 
to be created in a case where the wife of 
the policyholder has no independent 
means with which to pay the death du- 
ties. It is important to make provision 
specifically to this end when insurance 
is left under one of the policy options, he 
said. 


Exercise of Policy Options 


He also discussed the provision for 
exercise of the options of settlement by 
a trustee beneficiary, noting that in a 
suit decided several years ago by the 


Minnesota supreme court it was held the 
trustee beneficiary had the same right to 
exercise the settlement options in the 
policy as the natural beneficiary. Fol- 
lowing this decision life companies be- 
gan to write into their life contracts that 
the settlement options privilege be re- 
stricted to the natural beneficiary. This 
spread over the country. Trust compa- 
nies, Mr. Stephenson said, greatly. depre- 
cated this trend as they realized from 
their experience that there were many 
cases in which they should be given this 
right. In 1943, however, the tide turned 
and a Connecticut company announced 
it would permit the same privilege to the 
trustee beneficiary as to the natural ben- 
eficiary. The whole trend now has been 
that way, he said, and of 67 of the larger 
life companies 19 have such a general 
policy, 13 allow the privilege subject to 
exceptions, 27 have the general policy 
not to allow the privilege and eight more 
have the general policy not to allow it 
but make some exceptions. Thus 32 of 
the 67 companies give the privilege and 
35 do not. 

But suppose an insurance company 
does permit this privilege to the trustee 
beneficiary, Mr. Stephenson asked, how 
does the trustee know whether under the 
law of the particular jurisdiction in 
which he is operating he has the right to 
exercise that privilege? To be on the 
safe side, he said, even in states permit- 
ting the privilege by statute and in case 
of life companies w hich permit it, it still 
is wise for the drafter of a will or trust 
agreement to match this by a specific au- 
thority of the life insurance policyholder 
for the trustee beneficiary to exercise the 
privilege. This is a thing that the owner 
of the estate will not think about, he 
said, and it is necessary for the insurance 
man to bring it to his attention. 


Question Affecting Minors 


In the case of insurance proceeds pay- 
able to a minor as a contingent benefi- 
ciary under optional settlements in the 
policy, Mr. Stephenson said it is ideal if 
the monthly payments, instead of going 
through the guardian, can be added to 
the trust under the will and be used to 
educate the child. A number of insur- 
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‘YEARS AGO HE CHOSE LIFE INSURANCE AS THE INVESTMENT 
HE'D MOST LIKE TO BE. STRANDED’ ON HIS ISLAND WI/TH” 


ance companies now are willing to make 
a supplementary agreement to do so, but 

others will not as yet. This method 
serves to do away with all the trouble of 
having to appoint a guardian to receive 
little driblets of income. 

The life insurance agent is an essen- 
tial part of all this process in completing 
the estate planning, he concluded. “Es- 
tate planning has passed beyond the field 
where one man can do it all. What are 
needed now are specialists in the various 
lines, such as taxation, life insurance, 
law, public administration, trusts, and so 
forth.” 


Draw Premiums from 
Assured’s Checking Accounts 


United Fidelity Life has for several 
years been drawing premiums by draft 
trom its policyholders’ banks. 

The company will adopt this method 
for any policyholder who wishes it, ob- 


taining a bank draft authority card from 
the policyholder, who must have a 
checking account. On this card the in- 
sured gives the name and address of 
his bank, the due date, the premium 
basis, the amount and the policy num- 
ber. He signs in two places and when 
the card is returned to’the company, one 
part, the bank’s authority to honor 
drafts, is sent to the bank. The other 
portion is retained in company files and 
serves as the authority to draw on the 
insured’s account for the designated 
amount on a specified date. The draft 
is charged to the insured’s bank account 
as premiums become due and constitutes 
the receipt as well as notice of premium. 


In the March 29 issue in an article 
“Life Cashiers Important in Agency 
Business,” the name of the speaker ap- 
peared as T. W. Riley. This was in error, 
and the name should have been T. W. 
Foley. 
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WHAT IS LIFE UNDERWRITING ? 


“It’s a Craft” ...says the Artist as he 
considers the underwriter’s creative approach 


“It’s a Profession” 
and Doctor who recognize the underwriter’s 
high ethical and business standards. 


“It’s a Business” 
Executive, who values most the underwriter’s 
careful planning and sound economic 


“It’s an Obligation’’. . . say the Ohio 
National Underwriters, who count their 
services to society, based upon unselfish in- 
terest in human beings, to be more important 
than clever selling or skilled sales technique! 


THE OHIO NATIONAL LIFE INSURANCE CO. 


... say the Lawyer 


. Says the practical 
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Coverage for the Peace-Time Army 


What should be done about providing 
insurance protection for the peace-time 
army, particularly if we have compul- 
sory military service, is a perplexing 
problem. No one feels that it is fair to 
ask men to face the hazards of military 
life even though we are at peace, with- 
out providing some sort of protection 
for their dependents. 

However, to continue National Serv- 
ice Life Insurance, particularly for train- 
ees who will be in the service only a 
short time, means providing government- 
subsidized life insurance for practically 
every able-bodied male and sending him 
back to civilian life endowed with an 
insurance estate that will take him out 
of the market for private life insurance 
to a very great extent. 

One approach that is being discussed 
among leaders in the field forces is the 
increasing of government pension bene- 
fits covering dependents of servicemen 
for all service-connected deaths. Such 
pensions are already being paid and i 
would merely be a matter of providing 
a scale of pension venefits that would 
take the place of NSLI. Incidentally, 
these pension benefits are paid now re- 
gardless of whether a man has NSLI. 

Advantages cited for the proposal are 
that it would, except for business now 
on the books, eliminate the need for con- 
tinuing the NSLI setup vast 
amount of paper work. It would also 
eliminate the need for premium pay- 
ments, the possibility of insurance pro- 
ceeds going to the wrong people, and 
the injustice that results from failure to 


with its 


buy insurance when the protection is 
voluntarily purchased. 
Since the government pays pensions 


to widows where death is service-con- 
nected it would cost no more to handle 
the larger pension that would be paid if 
pensions were increased to take over the 
function of NSLI as service- 
connected deaths. Nor there be 
any increase in cost to the government 
for actual payments, for under 
NSLI payments for service-connected 
deaths are made out of general funds 
and not out of NSLI reserves. 

It is argued that such a plan would 
not only settle the 


respects 
would 


even 


question of govern- 
ment competition with the life insurance 
business but would be verv annealing to 
an economy-minded administration as a 
means of cutting otherwise 
heavy item of expense arising out of 
continuing to. operate the NSLI setup. 
It might also appeal to the administra- 
tion on the ground that it would stave 
off the great amount of ill-will that is 
built up when, as is currently the case 


down an 


with NSLI, civilians are dealing with a 
government agency and find their affairs 
handled with exasperating slowness as 
compared with private business. 

With an expanded pension program 
the lawmakers, in the event of another 
war might consider that there was no 
need to reestablish NSLI, since the 
pension system provided equivalent bene- 
fits for service-connected deaths. At the 
same time soldiers and sailors civil re- 
lief legislation could take care of the 
premiums on insurance which service- 
men had in private insurance companies. 

Of course some arrangement would 
have to be made to take care of the man 
whose service-connected disability im- 
pairs his insurability. However, those 
who favor the expanded pension plan 
over selling government life insurance to 
trainees contend that this point could be 
taken care of in some wav that would 
be fair to the service man. Certainly it 
would appear that this point could be 
handled without continuing the NSLI 
setup for everybody. 

Admittedly the whole problem of pro- 
viding insurance for the service man is 
not easy to solve. Nobody wants to be 
niggardly with the men even 
though they serve at a time when they 
are not exposed to combat hazards. But 


service 


even if it were argued that it would be 
nice gesture to demobilize everv trainee 


while providing him with $10,000 of 
cheaper life insurance than he could buy 
in the market, the lapse rate on 
NSLI and on government insurance 
after the other war shows that veterans 
don’t value the coverage too highly. 

It is beyond the govern- 
ment’s obligation to provide indemnifica- 
tion for loss of life in the armed serv- 


open 


question 


ices and also for loss of earning power 
due to disability, whether during the pe- 
riod of service or later as a result of 
such service. 

It is also clear that life insurance pro- 
vides a much broader coverage than the 
government is obligated to furnish. The 
government is not obligated to furnish a 
lifetime savings plan, perma- 
nent life insurance plans provide. It is 
not obligated to provide old age income 
or the funds for the purchase of it which 
would be provided by endowments or by 
the cash values of the permanent plans 
of life insurance. 

It now seems clear that life insurance 
plans should not have been set up for 
those engaged in either of the world 
wars, though of course all segments of 
the business are going the limit to urge 
retention of NSLI by all who have it. 
For both of these conflicts the govern- 


such as 


ment should have provided liberal in- 
demnification plans and without the serv- 
ice men having to apply for the protec- 
tion or pay premiums to get such pro- 
tection. 

But let’s not make the same mistake 
three times. Twice is enough. With re- 
mrs to death or disability among serv- 
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ice men the nation can better meet its 
full financial obligation—and nobody 
wants to do a fraction less than that— 
by an amplified pension plan than by 
continuing NSLI for new enrollees. It 
seems the most fair and generous as 
well as the most practical solution to 
this whole yonang: —. 











PERSONAL SIDE OF THE BUSINESS 





Paul Green, Seattle general agent of 
Aetna Life, was given a luncheon by his 
staff on his 15th anniversary in that posi- 
tion. In the 15 years, his agency staff 
has grown from three to 17. 


J. M. Holcombe, Jr., managing di- 
rector Life Insurance Agency Manage- 
ment Association, is one of five candi- 
dates nominated by the standing com- 
mittee of the Yale alumni board for 
election to the Yale Corporation as 
alumni fellow. Mr. Holcombe, Yale 
1911, has been secretary of his class 
since 1920 and from 1937 to 1940 was 
chairman of the alumni board. He was 
graduated from Harvard law school in 
1914, 


Jacob Panoff of Brooklyn is celebrat- 
ing his 30th anniversary with Pruden- 
tial and now is eligible to membership 
in class F of the Old Guard. He is 
superintendent of Brooklyn No. 1 dis- 
trict. 

W. G. Sanford, Sioux City agency of 
Bankers Life of Iowa, has been elected 
mayor of Mapleton, Ia. 


W. W. Barker, Midland, Tex., a mem- 
ber of the Floyd Smith agency of Bank- 
ers Life of Iowa at El Paso, celebrated 
his 15th year with the company by lead- 
ing company production for the week 
ending March 29 with $100,000 of new 
business. 


Leo C. Mascotte of the O’Rourke & 
Co. agency, Fort Wayne, Ind., has quali- 
fied for the second time as a member of 


the Million Dollar Round Table. He 
has represented Lincoln National Life 
since 1930. 


John Hancock Group Life 
Found Legal in Ohio; 
Department Enjoined 


The common pleas court at Columbus 
this week ruled that the group life forms 
of John Hancock are not contrary to 
Ohio laws and the superintendent of 
insurance is enjoined from disapproving 
them. The court held the grace period 
in Ohio statutes is not applicable to 
group. The suit was filed in the name 
of John Hancock in behalf of itself and 
other life companies. 

It was the contention of the defendant 
that law provision providing for grace 
period was still applicable and must be 
contained in all group policies, while 
plaintiff contended such a requirément 
is not mandatory, both because the legis- 
lature has provided in the group life sec- 
tion what the policy must contain and 
because it is inconsistent with the spe- 
cific requirements and the general prin- 
ciples of group insurance. 


No Additional Liability 
The court cites that group policies 


DEATHS 


Tunmore, Veteran N. Y. 
General Agent, Dies 





John S. Tunmore, 72, general agent 
of Provident Mutual Life in New York 
city, died at his 
home in Garden 
Gity, 2, “lL. “Me 
Tunmore started 


with the company 
in 1904 as an agent, 
later becoming 
general agent in 
Brooklyn. He as- 
sumed the New 
York City post in 
1928. 

His son, John J. 
Tunmore, recently 
joined his father 
as a partner in the 
agency, following 
navy discharge. He had been associated 
with the elder Tunmore since 1931. 


J. S. Tunmore 


Lt. W. A. Burr, who before entering 
the navy in 1941 was with the G. E. 
Lackey agency of Massachusetts Mutual 
Life in Detroit, is considered dead since 
he is unreported following the sinking 
of a merchant vessel on which he was 
gunnery officer March 18, 1944. He was 
previously reported missing. 

Joseph W. Patterson, 51, special rep- 
resentative of Jefferson Standard Life in 
Hillsboro, Tex., since 1936, died at his 
home after a brief illness. 

Mrs. Grace Galbraith Behrens, widow 
of the late Herman A. Behrens, former 
chairman of Continental Casualty and 
president of Continental Assurance, died 
from_pneumonia at the family home on 
Belvedere Island in San Francisco Bay. 
Services were held in San Francisco. 
Mrs. Behrens was about 65. Their 
daughter, Barbara Ballantine, and her 
children, Barbara Elizabeth and Norman, 
were with Mrs. Behrens. The son-in- 
law, Norman A. Ballantine, recently re- 
turned from three years service in the 
army. 

F. Blair Swart, 41, Jefferson Standard 
district manager in Alexandria, Va., died 
of a heart attack. Mr. Swart’s associa- 
tion with the Jefferson Standard be- 
gan in 1943 when he was appointed spe- 
cial agent in Alexandria. 


have no cash value, but “surely they 
may be surrendered by the insured with- 
out any enforceable liability for the pay- 
ment of additional premiums extending 
beyond the time of termination.” 
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AMONG COMPANY MEN 





Metropolitan 
Names Arnautou 
Great Lakes Chief 


NEW YORK—Emile P. Arnautou, 
former superintendent of agencies of 
southwestern territory for Metropolitan, 
has been-assigned as superintendent of 
agencies to Great Lakes territory, suc- 
ceeding the late John H. Behrmann. 

Mr. Arnautou joined the company at 
San Francisco in 1922 and in 1924 was 
promoted to assistant manager there. 
In 1928 he was made an office account 
agent and in 1929 became general as- 
sistant manager in Pacific Coast terri- 
tory. He became manager at Alhambra, 
Cal., in 1932 and in 1934 was transferred 
to Los Angeles. He was appointed as- 
sistant superintendent of agencies in 
Canada in 1937 and in 1941 became su- 
perintendent of agencies in southwestern 
territory. 

C. E. Reynolds, administrative as- 
sistant to Agency Vice-president C. J. 
North, has been named acting superin- 
tendent of agencies of southwestern ter- 
ritory. It is expected that he will be 
made superintendent of agencies there 
when the directors meet April 23. 





Morgan of Paxiliic Mutual 
to Retire; Two Advanced 


Laurence W. Morgan, vice-president 
of Pacific Mutual in charge of under- 
writing, is prepar- 
ing to retire Dec. 
31 after more than 
40 years’ service, 
and will relinquish 
his responsibilities, 
and in the interval 
serve only in a con- 
sultative capacity. 

L. H. Lee, medi- 
cal director, will 
assume direction 
and management 
of all underwriting. 

Dr. W. H. 
Scoins,, who re- L. 
turned recently 
from war service, has been appointed 
associate medical director. He has been 
in the navy for three years and has been 
a lieutenant commander. Previously he 
was assistant medical director of Pacific 
Mutual since 1929. 





W. Morgan 


Paige, Enerud in New 
Boston Mutual Life Posts 


John W. Paige has been appointed 
executive assistant in the home office of 
Boston Mutual Life. 

Mr. Paige has spent his entire busi- 
ness career in life insurance. Following 
graduation from Amherst College in 
1928, he became an agent for Mutual 
Life in Akron, O. In 1938 he was ap- 
pointed agency organizer in Grand Rap- 
ids and 1941 was manager in Detroit. 
He obtained the C.L.U. designation in 
1941. He was active in organizing the 
Detroit Life Insurance & Trust Council 
and was its first president. 

Alfred Enerud has been elected audi- 
tor of Boston Mutual. He started in 
Msurance with a life company in Nor- 
way. In 1923 he came to the United 
States and became associated with. the 
North American Reassurance in New 
York. He was with that company 18 
years and became assistant secretary. In 
1943 he went with Agricultural as ex- 
ecutive assistant to the president. He 
has specialized in the auditing and ac- 
counting end of insurance for more than 
25 years. 





Dwyer Progressive Life V.-P. 

Maj. Francis Dwyer has been named 
vice-president of Progressive Life Ins. 
ot Atlanta. He has just returned to ci- 


vilian life after 26 months service over- 
seas. He served as deputy military gov- 
ernor of Weisbaden, Germany, last 
September, and as president of the gen- 
eral military court at Land Hessen. 

He is a graduate of the University of 
Michigan and of the Emory University 
law school of Atlanta. 


Gerard Assistant to Boyd 
of Commonwealth Life 


Victor B. Gerard has been named as- 
sistant to President Morton Boyd of 
Commonwealth Life. Mr. Gerard, re- 
cently inactivated by the navy as a 
lieutenant commander assigned to con- 
tract renegotiations, was formerly with 
the New York banking firm of Brown 
Brothers, Harriman & Co. At Common- 
wealth he will be attached to the in- 
vestment department and will do re- 
search in investment securities. 

He is a graduate of St. Louis Uni- 
versity and of the Harvard graduate 
school of business administration. 


Rogers Agency Secretary 
of No. American of Chicago 


R. D. Rogers, an army veteran, who 
has been with North American Life of 
Chicago since Jan. 1, has been appointed 
agency secretary. He was a commuri- 
cations sergeant and served 2% years 
in the Pacific. Prior to the war he 
was for a time in the accounting de- 
partment of Central Life of Chicago and 
before that for 4% years was in the 
cashier’s department of Equitable So- 
ciety at Chicago. 





Jahn Agency Director of 
Missouri Insurance Co. 


William N. Jahn has — succeeded 
Arthur Anderson as agency director of 
Missouri Insurance Co. 

Mr. Jahn graduated from Monmouth 
College in 1934 and since that time has 
had a wide experience with Illinois 
Bankers and the Illinois department as 
a supervisor in the life division. Since 
late 1943 he served with the armed forces 
in the Pacific and was attached to Paci- 
fic general headquarters. 


Served MacArthur in Japan 


Mr. Jahn had a very interesting ex- 
perience while attached to the insurance 
division of the economic and scientific 
section of General MacArthur’s head- 
quarters. He was charged with the re- 
sponsibility of the office organization 
necessary to assume military control of 
all types of Japanese insurance com- 
panies and governmental agencies writ- 
ing insurance. 





Executive Additions 
to Old American Staff 


Recent executive additions to Old 
American of Kansas City are Joseph 
J. McGee, Jr., vice-president, T. G. 
Scanlon, life department manager and 
Joseph C. Dodge claim manager. 

Mr. McGee is the son of Joseph J. Mc- 
Gee, Sr., treasurer. An army air force 
pilot, he was recently released as a cap- 
tain after four years in the service. 


With Mutual Life 16 Years 


Mr. Scanlon was with the Kansas City 
agency of Mutual Life for 16 years. He 
entered the business in 1930 and spent 
most of the time until he entered the 
navy in agency training work. He was 
recently discharged as a lieutenant after 
28 months service. 

Mr. Dodge has been with Mutual 
Benefit H. & A: in St. Louis and New 
York city. During the war he was civil- 
ian attorney for the army air forces. 

Emmett A. Scanlan, former vice-presi- 
dent of Old American, who resigned to 


become a lieutenant commander in the 
navy, has been reelected a director. He 
is now connected with a Kansas City 
law firm. 


Progressive Life Changes 

Stanley G. Avers has been elected 
agency vice-president of Progressive 
Life, Red Bank, N. J., and W. C. Hug- 
gan is appointed comptroller. Mr. 
Ayers has been with the company since 
1932. He is also mayor of Neptune 
City. Mr. Huggan for 23 years was 
with the home office of Prudential. 


Union Central Counsel Retires 


Stanley K. Henshaw, associate legal 
counsel of Union Central Life, has re- 
tired after 40 years with the company. 

Mr. Henshaw joined the legal depart- 
ment of Union Central in 1905, five years 
after graduation from the University of 
Cincinnati law school. 
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Mr. and Mrs. Henshaw left for Eng- 
land last week to look after business in- 
terests and to visit their daughter and 
Mr. Henshaw’s sister. 





Hoeffer Joins Conn. Mutual 


Connecticut Mutual Life has ap- 
pointed Paul A. Hoeffer to its legal 
staff. 


A graduate of Washington Univer- 
sity, Mr. Hoeffer was with a law firm 
in St. Louis for eight years. During a 
term of naval service he was assistant 
to the superintendent of the maritime 
service officers school at New London, 
and legal officer on the staff of the com- 
manding officer, fleet administrative 
office, Norfolk navy yard. 

He was later assigned as one of 25 
men from the navy to assist in prepara- 
tion of evidence in the trial of the major 
Axis war criminals and placed in charge 
of an investigating unit. 
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Financial Hlatement 
DECEMBER 31, 1945 
RESOURCES 
COE ovcicancerteeeecaion ( 1.9%) $ 582,065.10 

Bonds: 
U. S. Government....(39.0%) $12,168,503.31 
State, County, and 
Municipal ............ ( 5.2%) — 1,630,708.73 
Canadian Provinces 
and Cities ............ ( 1.9%) 594,213.49 
Public Utilities ........ (12.0% 3,750,668.53 
| eS eee ( 2.6%) 824,824.94 
Industrial and Institu- 
HOMIE 6. eset ca ( 2.0%) 640,068.84 
‘Teel Beads —. (62796)... $19,608,987.84 
Cia. tance ( - .7%) 204,050.50 
First Mortgage Loans..(26.2%) 8,164,329.13 
Policy Loans ..........-.---- ( 4.0%) 1,250,425.42 
Real Estate and Con- “ 
tracts for Deed ........ ( 3.0%) 925,741.11 
Premiums Due and 
jo! SS * ae ae ( 1.1%) 330,545.63 
Interest Due and Ac- 
crued and other items(_.4%) ___140,117.71 
43 y | See |) SERRE a eeeennene $31,206,262.44 
LIABILITIES 
Taxes and other Governmental 
Oe EE EOD ee Bo ee 59,953.23 
Policy Claims currently out- 
SU pasts nieces 220,944.85 
Premiums and other obligations 
paid in advanee «....................... 354,780.90 
Dividends left with the Com- 
pany to accumulate, and de- 
clared to December 31, 1946 44,725.07 
Other Unclassified Items ............ 27,302.71 
Total Current Liabilities ........................ $ 707,706.76 
Reserves on 
Life Insurance Policies ......... $23,928,960.00 
Annuity Contracts ..................-- 1,773,758.33 
Present value of Death and 
other claims ‘payable in in- 
P| esate eren a aera 1,964,554.76 
Accident and Health Policies 110,877.17 
Other Trust Funds .................. 116,608.81 
Tobsh Reatewe’ 1..3.4 40.6. %.5 ih, 27,894,759.07 
Total of all Liabilities $28,602,465.83 
Reserve for Fluctuation in 
Mortality and Interest ............ $ 125,000.00 
Contingency Reserve ..............-... 500,000.00 
Capital Stock ............... 1,000,000.00 
SOAR escceen. dhs sccsscacepipincasesebians 978,796.61 
2,603,796.61 
3) 7) | eae serene Were eee ereh on menace $31,206,262.44 
Life Insurance in Force $100,883,929 
oe JNE. [ee 
(xp 
/asurance Company of America 
Life @ Accident © Health ©@ Hospital 
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COMPANIES 


Great Northern Life Faces 
Busiest Year in History 


A deluge of applications in the first 
three months of 1946 bids fair to give 
Great Northern Life its busiest year 
in its history. Applications received in 





February represented a 132% increase 
over the corresponding month in 1945 
and a 40.6% increase over submitted 
applications in January. Applications re- 
ceived in March showed a 44% increase 
over those received in the same month 
of last year. 

The trend is definitely toward the 
common sense type of insurance with 
the majority building up pension plans 
to fit social security programs and ar- 
ranging for retirement plans at age 65. 

















Just one year ago we announced a complete new series 
of promotional aids for our agents, which we felt was 
one of the best in the life insurance field. In the annual 
Life Advertisers Association competition last Novem- 
ber this material won awards in two of the three 
classes in which it was entered. We're proud of that. 
Not because of any pride in our advertising or pro- 
motional ability but because these awards indicate 
we are doing a pretty good job of helping our agents. 
And that is one of our primary concerns. Next to 
providing security for our policy holders, our most 
important job is helping the man in the field. 


LIFE INSURANCE BEGINS WITH THE AGENT! 


Central LiF ssnacesocen 


oo OF Lowa 











$5703.84 


That's the income reported last year by 
r. A. who sells for us in a town of 5100 
population. 


Kentucky. 





812 Olive Street 


Is This Good? OVER $5000 A YEAR IN A SMALL TOWN! 


We have often stressed the fact that you don't have to live in a big city to be successful 
as a General Agent. As proof we submit two typical cases among our own men: 


Attractive General Agency territory open in Missouri, 


For full information write to Agency Dept., J. DeWitt Mills, Supt. of Agents 


| M UTUAL SAVINGS 


WD =a 
MISSOURI'S FIRST WHOLLY MUTUAL LEGAL RESERVE COMPANY, 
—\ LZ 






Allen May, President 


$4601.22 
In a little town of only 1800 po ulation 
that's what Mr. B. reported for his 1945 
income. 


. af 


lowa, Arkansas, Mississippi and 
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St. Louis 1, Mo. ' 








The greatly increased number of ap- 
plications is swamping the underwrit- 
ing department, but every effort is be- 
ing made to get all policies out in the 
usual time. 


Great-West Enters Ohio 


Great-West Life has opened its first 
office in Ohio, a branch at Columbus, to 
be managed by Robert C. Searle. 

The company’s branch and district of- 
fices in the U. S. now number 20. ‘The 
new office is at 843 Huntington Bank 





building. Mr. Searle introduced the 
company into Missouri as manager at 
Kansas City in 1941. 





Don H. Correll has been appointed 
agency secretary and assistant to the 
president. He was editor and publisher 
of the “Colfax County Call” at Schuyler, 
Neb., for the past 10 years, and was re- 
cently discharged after three years in the 
army. 


U. S. Life Lists 1945 Gains 


United States Life reports a record 
high in new paid-for, revivals and in- 
creases in insurance for 1945 of $59, 
507,291, against $40,198,648 for 1944, 
the last previous high. 

Assets increased 20% to $18,945,450, 
This is higher than the average annual 











rate of growth of assets over the pay 
five years. Present assets are. 97% 
Burkholder to Am. Reserve ereater than in 1940, and 167% more 
Lyman A. Burkholder has been named than in 1935. 
field supervisor for American Reserve Capital and surplus increased 20% 
Life. He was recently discharged after in 1945 to $914,106. Capital remained 
two years service in the navy. Prior to the same, surplus exceeding the 1944 
the war he was in organization work. figure by 58%. 
Dunnavan Heads Canada service, Mr. Melly had_ three years’ 
insurance experience with John D., 
Life New Minneapolis Office Wyeth & Co. in New York before the 
war. Prior to this he was salesman 
Reed Hickerson, manager of Canada for Quigley Co. : 
Life at Minneapolis for 22 years, has re- Mr. Porter, a graduate of East Cen- 
signed to devote his tral State College, Ada, Okla., was with 


time to _ personal 
production. The 
Minneapolis branch 
has been split into 
two agencies. John 
O. Tillotson, for 17 
years with the Min- 
neapolis branch, 
will head one office 
as successor to Mr. 
Hickerson, and 
Paul H. Dunnavan, 





for many years 
leading producer 
of the company in P. H. Dunnavan 
Minneapolis, and a 
former N.A.L.U. trustee, has formed 
the P. H. Dunnavan agency. The two 


will have adjoining offices in the Baker 


building 





Dent Resigns, Edmunds in 
Charge at Birmingham 
BIRMINGHAM — Elliott E. Dent, 


Birmingham agency manager of Equi- 
table Society, has resigned due to ill- 
health and will be succeeded by D. D. 
Edmunds, Winston-Salem, N. C. 

A graduate of Presbyterian College, 
Clinton, S. C., Mr. Edmunds first was 
associated with Equitable as a student 


cashier in 1925. In 1930 he went to 
Charleston, S. C., as an agent. He was 
agency manager here for the last nine 
years. 

In Winston-Salem, the new Alabama 
manager was president of the Junior 
Chamber of Commerce. He entered the 


navy in 1942 and was discharged last 
September as a lieutenant commander. 


Prudential Opens Industrial 
Office in Philadelphia 


Prudential _has opened its industrial 
office No. 14 in Philadelphia, under Har- 
old E. Clark, who has been promoted 





to superintendent. The new office will 
be at 6300 Vine street, West Phila- 
delphia. 

Mr. Clark has been an assistant su- 


perintendent in the Philadelphia No. 3 


office, where he began with Pruden- 
tial in 1934 as an agent. 





Travelers Transfers Collins 


John A. Collins, district group super- 
visor of Travelers Kansas City branch 
office has been transferred to Indiana, 
with headquarters in Indianapolis. 

Joseph J. Melly, Jr. has been ap- 
pointed field assistant in New York 
City, and Clyde H. Porter in Rochester. 

Discharged from the army in De- 














cember after more than two _ years’ 


oil companies in Oklahoma and Texas 
before entering the navy, from which 
he was released in December with the 
rank of lieutenant. 





Severin Group Manager 
For Northern California 


Eugene T. Severin has assumed du- 
ties as regional group manager for north- 
ern California of Bankers Life of Iowa. 

Mr. Severin has been in life insurance 
for 14 years in the San Francisco area. 
He has joined Bankers Life after five 
years in the army. A veteran of the 


first war, he reentered service as a major 





E. T. SEVERIN 

in the adjutant general’s department. 
He was promoted to lieutenant colo- 

nel in 1942, was made colonel in 1945, 

and awarded a bronze star medal for 

meritorious service in the Asiatic-Pa- 

cific area. 


Herrmann Polo, Ill., Manager 

Wesley P. 
pointed manager of 
agency at Polo, Ill. He joined Union 
Central in 1932 in Omaha. Despite the 
fact that he was without experience in 
life insurance and unknown in Omaha, 
he established an enviable production 
record there. In 1937 Mr. Herrmann 
was named agency supervisor at Polo. 
He was called to service as a reserve 
officer with the rank of second lieutenant 


Herrmann has been ap- 
Union Central’s 
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in 1942. On March 4 he was separated 
from the army with the rank of major. 


Stangle and Stein Now 
Assistant General Agents 


George P. Stangle and A. D. Stein, the 
new assistant general Pog rh just ap- 
pointed by Rockwood $ Edwards, Chi- 
cago general agent of ‘Aetna Life, have 
had long experience with that company. 
Mr. Stangle takes charge of the broker- 
age department and Mr. Stein of sales 
promotion. 

The former recently 


returned from 


P. Stangle 





George A. D. Stein 
army service but previously had been 
connected with the Edwards agency as 
agent and supervisor since 1934. He is a 
graduate of Dartmouth who went from 
school directly to join Aetna. 

Mr. Stein went from New York some 
time ago, where he was connected with 
Aetna Life, to join the Edwards agency. 
He was associated with Mr. Edwards in 
New York city years ago before the 
latter made his move to Chicago. 





Pilvinsky Now Superintendent 


M. R. Pilvinsky has been promoted 
to superintendent of the Bethlehem, 
Pa. district by Prudential. He has 
been with the company since 1933, 
starting as agent at Easton, and for 
the last 10 years has been assistant 
superintendent in Stroudsburg. He is 
president of the Monroe County Life 
Underwriters Association. 





Bollmeier Is District Manager 


Eugene Bollmeier has been appointed 
district manager of Great Northern 
Life for eight counties in western Illi- 
nois with headquarters at ‘Bellville. 
Mr. Bollmeier has been in the life, 
health and accident business since 1937, 
formerly being with Paul Revere and 
M.P.A. Before entering the insurance 
business Mr. Bollmeier was in the re- 
tail shoe business. 





Mitchell Assistant to Lewis 


Theodore Mitchell, who has been with 
the Arthur Lewis agency of Pacific 
-hayh ‘Life at Newark since June, 
1945, has been appointed assistant man- 
ager of the agency. He will take an 
extensive home office training course. 





Putney Seattle Manager 

E. T. Putney, who has been with the 
Seattle agency of Sunset Life and Sunset 
Casualty since leaving the security busi- 
ness six years ago, has been appointed 
manager in Seattle. 





Bell Memphis General Agent 


Protective Life of Birmingham has ap- 
pointed W. Clinton Bell general agent 
for Memphis and vicinity. 


Brock Chouteau Manager 


A. W. Brock, former Metropolitan 
Manager for Chouteau district, St. Louis, 
has been placed in charge at Poplar 
Bluff, Mo. Mr. Brock previously had 
been manager at Jefferson City, and 
Clayton, Mo. 








Form Seattle Partnership 

William B. Laney, Seattle general 
agent of State Mutual Life, and William 
M. Dow, assistant manager of Travel- 


ers, have opened a multiple line agency 
there, writing all lines of insurance. 

The new partnership will continue to 
act as general agent of State Mutual, a 
post Mr. Laney has held since 1937. Mr. 
Dow joined Travelers in 1939. 





Newbill Roanoke Manager 


James C. Newbill has returned to 
Roanoke, Va., his former home, as man- 
ager of Atlantic Life. 


For the past 12 years he has been with 
New York Life in Oklahoma City. 





Mrs. Nola E. Patterson, the only 
woman C.L.U. in Georgia, has joined 
Reliance Life in Atlanta. She repre- 
sented the Atlanta Association of Life 
Underwriters at the N.A.L.U. meeting 
in Omaha as national committee mem- 
ber. 

The Cox & Spitzer agency, Columbus, 
O., has been named district agent of 
Old Line Life. R. N. Cox, son of the 
president, has joined the agency, after 
33 months in the army. 

Lloyd S. Aspinwall has been named 
consultant at Detroit for John Hancock 
Mutual Life on pension and profit-shar- 
ing plans. Since 1927 Mr. Aspinwall has 
been a trust adviser and fiduciary con- 


SALES MEETS. 


North American Ohio Prize 
Winners Celebrate 


COLU MBUS—The -Ohio Society of 
North American Life of Chicago held 
a rally here, celebrating its achievement 
of leading the company in 1945 in paid 
premiums and in volume. The Ohio So- 
ciety consists of the Ohio agents of 
North American under Harry Kramer, 
76 year old Ohio manager, who is also 
a company vice-president and director. 
Mr. 











with New York Life. He has been with 
North American 39 years and has been 
Ohio manager 28 years. 


About 70 attended the banquet. Mr. 


Kramer was toastmaster. Vice-president | 


Paul McNamara presented prizes to in- 
dividual producers and the achievement 
trophy to Mr. Kramer. Vice-president 
Charles Ashbrook gave a message on 
the value of life insurance. Alden Palmer 
of the Research & Review organization, 
who had conducted a business meeting 
in the afternoon, also gave a banquet 
address. 





Many Qualify for Biloxi Trip 


LOS ANGELES—About 139 agents 
of Pacific Mutual have qualified to at- 
tend the “Victory” convention at Biloxi, 
Sept. 3-5. Of this number 35 have qual- 
ified for themselves and their wives, 51 
for themselves and half the expenses of 
their wives, and 53 only for themselves. 





Home Life Rally in New Orleans 
William Worthington, vice-president 


and superintendent of agencies of Home | 


linson, manager of sales promotion, as- 
sisted by Roy A. Frowick. 

Eugene G. Flick, a member of the 
R. E. Shay agency, Minneapolis, was 
top producer among the 16 attending 
for the qualifying period with $131,500, 
followed by William J. Steen of the 
ec. sy, Pearson agency, Philadelphia, 


with $108,839. 





Convention Dates Announced 
CINCINNATI—Ohio National Life 

will hold its 1946 convention Aug. 5-10 

at Breezy Point Lodge, Pequot Lakes, 


un 


Minn. Agents may qualify both for 
themselves and their wives. This is one 
of the attractive resorts of the north 
woods country. 


Gravengaard in Washington 
|: oe A 


Gravengaard, associate editor 


Diamond Life Bulletins, addressed the 
Washington Life Insurance & Trust 


Responsibilities to 
at a dinner meeting 


Council on “Our 
American Business” 
Wednesday. 











Kramer has been a life insurance | 
man 54 years, having started in Indiana | 





Life, and Eugene Kelly, assistant super- | 


intendent of agencies, 


were guests of | 


Frank Friedler and his associates at a | 


dinner in New Orleans. They discussed 
sales promotion and the income tax laws. 





Convention Plan Revived 


After a lapse of several years due to 
the war Union Central Life is continu- 
ing its policy of honoring the members 
of its half million and quarter million 
dollar clubs with an annual convention. 
The convention next year will be at 
Boca Raton, Fla. Union Central’s last 
convention was at New Orleans in 1941. 





Bankers Life of Iowa School 


New salesmen from 12 agencies at- 
tended a district sales training school 
of Bankers Life of Iowa at Chicago 
last week. Instructor was T. H. 





Tom- |! 












| BANKERS LIFE 
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|TRAINING SCHOOL 











“Tt isn’t necessary to bring me an apple every morning, Cadwallader!” 


Bankers/ifemen Earn 
While They Learn 


Professional type, career salesmen are developed through the Bankers 


Life Company training program. 


Trained agency managers introduce the 


carefully selected, new Bankerslifemen to planned instruction which will 
carry through their first four years and will be supplemented with refresher 


schools as conditions warrant. 


formly in each state under the control of the Home Office 


The course of study is administered uni- 


Sales Training 


Department, made up of men with years of experience, both in teaching 
and life insurance, and headed by a million dollar producer who is a 


Charter Life Underwriter. 


Stage by stage the Bankerslifemen are given opportunity to use in the 
field the material they are acquiring from classroom and textbook study. 
This is just one more way that we help to keep Bankerslifemen in good 


balance . . 


surance underwriters you like to meet as friends, 


petitors. 


. one more reason you will find Bankerslifemen the sort of in- 


fellow workers, or com- 


Bankers /i/e CoMPANY 


DES 


MOINES 








Service... 


Theo. P. Beasley, 


President 


“2 4d, fp B p / bine” 
A strong Texas life company providing 


COMPLETE PERSONAL PROTECTION 


- every type of life insurance, annuity, health, accident, and hospitalization contract 
. plus Registered Policy Protection . . . 
a highly selective Agency with continuous training, amon 
nation to enjoy Lifetime Service Commissions and Agents’ Pension Plan. 


M. ALLEN ANDERSON, First Vice President, Director of Agencies 






prompt, friendly, personal Policyowners’ 
the first in the 
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_NEWS OF LIFE ASSOCIATIONS 





Williamson Slated 
for Ill. President 
at Chicago Rally 


Kenny E. Williamson of Reuling & 
Williamson, general agents of Massa- 
chusetts Mutual at 
Peoria, IIl., first 
vice-president of 
the Illinois Associ- 
ation of Life Un- 
derwriters, is 
expected to be ad- 
vanced to president 
at the annual meet- 
ing in Chicago 
April. 26. A nomi- 
nating committee 
headed by L. S. 
Broaddus, Guardian 
Life, Chicago, past 
state president, is 
preparing a slate. 

B. J. Stumm, Northwestern Mutual 
general agent at Aurora, has two years 
to serve as national committeeman. The 
other officers probably will advance one 
step. They are Earl M. Schwemm, man- 
ager Great-West Life Chicago, second 





K. E. Williamson 


vice-president, and R. M. Carlson, Pru- 
dential, secretary-treasurer. 

Three speakers will address the meet- 
ing of the Illinois Round Table to be 
held in the afternoon. Ralph H. Kast- 
ner, associate general counsel, American 
Life Convention, Chicago, will discuss 
“Taxation Affecting Life Insurance.” R. 
C. Bickel, National of Vermont, Cedar 
Rapids, la., member Million Dollar 
Round Table, and H. R. Scharlach, Pru- 
dential, Peoria, are the other speakers. 

Informal discussion of several topics 
will follow. K. L. Keil, Penn Mutual, 
Springfield, will preside as chairman, 
and 34 charter members will receive life 
membership certificates, having qualified 
for three consecutive years. 


Full Program Details 


The complete program for the annual 
meeting of the Illinois Association of 
Life Underwriters, and the general 
agents and managers conference, both 
to be held at the La Salle Hotel April 
26, and the sales congress all the next 
day, now has been completed. The state 
meeting will start at 11 a.m., winding 
up with a luncheon. T. A. Lauer, North- 
western Mutual, Joliet, will preside as 
association president. 

The general agents and managers con- 
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rate of interest earned, rate of surplus increase, 


and consistent increase in insurance in force are 
all factors that reflect a good company with which 


to be associated. 


And, these qualities coupled with outstanding 


sales plans enable Columbus Mutual salesmen to 
regularly build up exceptional earning records. 


D. E. Ball, President 


The Columbus Mutual Life Ins. Co. 


Columbus 16, Ohio 





ference sponsored by the Life Agency 
Managers of Chicago and the [Illinois 
Round Table meeting will start at 1:30 
p.m. The program for the managers 
conference is: Stuart Smith, manager 
Connecticut General, Philadelphia, on 
“Training of Agents’; a panel on re- 
cruiting with Robert W. DePau, Pru- 
dential; E. R. Small, general agent Lin- 
coln National, Peoria, president Peoria 
association, and Henry W. Persons, 
manager Mutual Life, Chicago; and V. 
B. Coffin, vice-president and superinten- 
dent of agencies Connecticut Mutual, on 
“The 1946 Challenge to Management.” 
W. E. North, agency director New York 
Life, will be moderator of the panel. 


Sales Congress Speakers 


Several noted speakers are on the pro- 
gram for the sales congress of the Chi- 
cago association Saturday including C. 
D. Connell, Provident Mutual general 
agent at New York City, president Na- 
tional association, who will talk of as- 
sociation affairs and give some sales 
ideas, and Lewis W. Douglas, president 
Mutual Life of New York. There will 
be a veteran’s panel participated in by 
N. J. Brown, Metropolitan Life, on “A 
Veteran Returned to the Debit”; G. D. 
Commons, district manager Penn Mu- 
tual, Aurora, on “In Service,” and R. H. 
Wienecke, manager of Cook county 
agencies Mutual Trust Life, on “The 
Veteran’s Future in Life Insurance.” 

Other speakers include Rudolf Leit- 
man, New York Life, Detroit, on “Sell- 
ing with a System”; Joshua B. Glasser, 
Chicago general agent of Continental 
Assurance, on “50 to 1—and More,” and 
Jacob W. Shoul, Mutual Life at Boston, 
on “Creative Selling.” 





Alabama Congress 
Completes Tour 


The annual sales congress of the Ala- 
bama Association of Life Underwriters 
completed its tour of the state with ses- 
sions at Birmingham, Montgomery and 
Mobile, with more than 100 agents at- 
tending each meet. 

The sessions were opened by George 
FE. Hester, General American Life, Flor- 
ence, president of the association. Joseph 
L. McMillin, Mutual Life manager at 
Memphis, made extensive use of charts 
in outlining essential steps in life under- 
writing. John G. McConneghey, Metro- 
politan manager at Atlanta, asserted that 
the life agent is more than a salesman, 
he is an underwriter. 


Describes Techniaue 
Richard G. Hicks, agency supervisor 
for Employers Life, described his sales 


technique which includes interlarding 
the sales interview with personal ex- 
periences. 

In discussing business insurance, 


Charles E. Fritsche, educational direc- 
tor of General American Life, warned 
the agents to stay away from the legal! 
and technical aspects of business insur- 
ance. 

J. Hunter Grant, Reliance Life, Mo- 
bile, vice-president of the association, 
presided at the afternoon sessions, in- 
troducing Briant Sando, “Insurance 
Field,’ who interspersed selling ideas 
with humorous stories. The session was 
closed by Herbert R. Hill, Life of Vir- 
ginia manager at Richmond, who cov- 
ered the field of planned presentation. 


1,500 Attend Four 
Day Pa. Sales Meet 


The most 





ambitious sales congress 
ever held by the Pennsylvania State 
Association of Life Underwriters was 
attended last week by a total of 1,500 
agents at Scranton, Allentown, Johns- 
town and Erie on four successive days. 

Speakers were Edward P. Higgins, 
superintendent of sales promotion for 
Sun Life of Canada; Alexander Hutch- 
inson, Pennsylvania field training super- 
visor for Metropolitan Life; John D. 


Mo. Association to 
Meet May 23-24 


The annual meeting of the Missouri 
Association of Life Underwriters will be 
at the Statler Hotel, St. Louis May 23- 
24. A sales congress will be staged May 
24 as part of the program and election 
of officers will take place that morning, 
A banquet will be given for all agents 
who qualify as charter members of the 
Missouri Leaders Round Table. 


Howell, John Hancock Mutual, New 
York city; George N. Wade, manager 
of Ohio National Life at Harrisburg, 
and Irvin Bendiner, New York Life, 
Philadelphia. 

L. V. Drury, association vice-presi- 
dent and manager at Philadelphia for 
Sun Life of Canada, was general chair- 
man for the congresses. Local chairmen 
were Carl H. Kreder, Allentown; Owen 
Cheney, Scranton; Winston P. Emerick, 
Johnstown, and Charles R. Pixler, Erie. 





Utah Deputy Commissioner 
Warns of N.S.L.1. Raids 


R. W. Garff, deputy insurance com- 
missioner, addressed the Salt Lake City 
Association of Life Underwriters, out- 
lining the functions of the insurance de- 
partment and its policies with respect to 
various practices in the business. He 
stressed the conservation of National 
Service Life Insurance, a program to 
which members of the association are 
pledged. For some time, Mr. Graff de- 
clared, complaints have been coming in 
to the department at a surprising rate, 
proving beyond doubt that some life 


“agents are systematically trying to dis- 


place government insurance with cover- 
age in their own companies. He ex- 
pressed regret that the department's 
budget has not been sufficient to carry 
on all the educational efforts necessary 
with agents and the general public. 

Frank Mozley, national committee- 
man, reviewed N.A.L.U. mid-year meet- 
ing in Omaha. 





Ind. Regional Conference 
Is Held at Fvansville 


EVANSVILLE, IND.—Nearly 300 
attended the regional sales conference 
of the Indiana Association of Life Un- 
derwriters here. 

John D. Moynahan, Metropolitan Life, 
Chicago, told the closing session of the 
congress that in his opinion ‘1946 will 
be an outstanding year in the 100-year 
history of life insurance.” 

Arthur F. Priebe, Penn Mutual, Rock- 
ford, Ill., spoke on “Sensible Program- 
ming.” Wiailliam R. Davis, III, Com- 
monwealth Life, Louisville, “Same Ef- 
fort—More Money,” and T. H. Tomlin- 
son, Bankers Life, Des Moines, on 
“Getting Set for Sales.” 





Columbus Sales Congress 
to Be Held April 27 


COLUMBUS, O.—The Life Under- 
writers Association of Columbus will 
hold its annual sales congress April 27. 
Emmett W. Millholland, general agent 
of Ohio National, has been appointed 
chairman by Harry P. Geyer, Western 
& Southern, president of the association. 
Mr. Millholland will preside at the morn- 
ing session and Mr. Geyer at the lunch- 
eon, which will close the meeting. Speak- 
ers will include William R. Davis, di- 
rector of agencies of Commonwealth 
Life, “Same Effort— More Money”; 
James C. McFarland, Cincinnati, general 
agent of Ohio State Life and its leading 
producer, “Simple Programming”; Bert 
A. Hedges, Wichita, Kansas manager ot 
Business Men’s Assurance, “Objective ot 
Every Interview—A Sale’; and Irvin 
Bendiner, Philadelphia, the luncheon 
speaker. 

Life men from central Ohio have been 
invited to attend. Presidents of the Co- 
lumbus life companies, trust officers ot 
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banks, scpeliiibaiitin of the insurance 
department and chamber of commerce 
will be luncheon guests. 


Program for Davenport 
Congress Is Announced 
DAVENPORT, IA.—Attendance of 


200 is indicated for the sales congress of 
the Davenport Association of Life 
Underwriters April 13. L. E. Milota is 
general chairman. 

John D. Moynahan, Metropolitan Life, 
former national C.L.U. president and 
1945 president of _— Chicago associa- 
tion, will speak on “The Program Is 
Simple * and Seneca M. Gamble, adver- 
io manager of Massachusetts Mutual, 

“Prestige Building Plans for Under- 
ica” at the morning session. Ray- 
mond O. Schmidt, Davenport associa- 
tion president, will preside. 

Paul Speicher, R. & R. Service, will 
speak following three panels in the after- 
noon. Richard LeBuhn, Massachusetts 
Mutual general agent, leads a direct mail 
panel; Henry Meese, Travelers, one on 
building a sales manual and Paul C. 
Otto, Connecticut Mutual, on “Building 
a Recruiting Manual for the Manager.” 


Oppose “Preferred Risk” Forms 


ST. PAUL—The Minnesota Associa- 
tion of Life Underwriters is on record 
as opposed to the practice of issuing so- 
called “preferred risk policies” with re- 
duced rates of commission for the writ- 
ing —. It recommends that the prac- 
tice be discouraged and discontinued. 

A resolution to this effect was adopted 
at a meeting of the directors at the sales 
congress in St. Paul. It was also de- 
cided to separate the office of secretary- 
treasurer and at the annual meeting in 
June both a secretary and treasurer will 
be elected. 


Costigan Speaks in Memphis 

R. J. Costigan, ‘president National 
Association of Accident & Health Un- 
derwriters spoke at the Memphis As- 
sociation’s monthly. meeting. It was a 
joint meeting with the Life Underwrit- 
ers Association and there were about 
200 in attendance. 

Harry Putnam, president of the acci- 
dent and health group, and Charles 
Clayton, president of the life underwrit- 
ers, Were in charge of of the- meeting. 


Hold Va. Congress May 23-24 


The Virginia Association of Life Un- 
derwriters will hold a sales congress at 
Virginia Beach May 23-24. Herbert R. 
Hill, Richmond, manager of Life of Vir- 
ginia, a past president of the association, 
is chairman of the committee in charge. 


Syracuse—Superintendent Dineen will 
be toastmaster and E. C. Stone, U. S. 
manager of Employers Liability, will 
speak on public law 15 at a dinner April 
15, sponsored by the Syracuse Casualty 
& Surety Club with the Syracuse Life 
Underwriters Association cooperating. 

Utiea, N. ¥.—Arthur L. Beck, general 
agent of National Life at Buffalo, will 
speak April 25 on “How Many Bushels 
in a Grain’? 

Minneapolis—‘“‘Woman’s Days” will be 
observed April 25 with Corinne Loomis, 


John Hancock, New York city, as 
speaker. 
Jackson, Tenn.— “The difference be- 


tween the life insurance agent who sells 
$100,000 of life insurance and one who 
sells $1 million is largely a matter of 
education and qualification,” Charles 
Moore of Memphis declared. He was in- 
troduced by Clyde R. Welman, National 
Life, Memphis, president of the Tennes- 
See association. 

Tulsa—A seminar was conducted Tues- 
day with about 150 members from the 
city and surrounding towns attending. 
Speakers included Col. Louis W. De- 
Yong, special agent Fidelity Mutual, at 
Kansas City; Milt Phillips, director Ok- 
lahoma veterans accrediting bureau, and 
John Lovejoy of VA 

Birmingham, Ala.— More _ simplicity 
and less emphasis on details in selling 
life insurance was stressed by E. M. 
Thore, general counsel Acacia Mutual. 

“IT think there is too much talking in 
this business,” he said. “People today 
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know much more about insurance than 
they used to, so it’s not necessary.” He 
said buyers are going in for more low- 
priced policies. Small business firms are 
a wide open field for insurance sales, as 
about 70% of small businesses have no 
insurance. 

Peoria, Ill.—W. N. Hiller of the Stumes 
& Loeb agency of Penn Mutual in Chi- 
cago, life member Million Dollar Round 
Table, spoke on “What’s New in 1946 
Selling?” 


POLICIES 


Few Companies 
Are Issuing Single 
Premium Juvenile 


While life companies have been lavish 
in writing new forms of annual premium 
juvenile insurance, they have lagged in 
introduction of single premium plans. 
Companies issuing single premium insur- 
ance as low as age 0 are Bankers of 
Iowa, General American, Northern of 
Washington, Peoples of Indiana, Shen- 
andoah, Southwestern, Travelers and 
Union Central. Continental Assurance 
will issue down to age 5. 

In some companies death benefits are 
graded to age 2 or 3, but the amount 
payable always is greater than the pre- 
mium or reserve; in others there is im- 
mediate full coverage. 








Companies’ Practices Shown 


All the above companies except Trav- 
elers issue single premium juvenile whole 
life. Other types issued are: 

20 Year Endowment—Bankers, Conti- 
nental Assurance, General American, 
Peoples, Shenandoah, Southwestern. 

Endowment, Age 18—Bankers, Gen- 
eral American, Peoples, Travelers. 

15 Year Endowme Bankers, Con- 
tinental Assurance, General American, 
Shenandoah. 

10 Year Endowment—Continental As- 
surance, General American, Shenandoah. 

Endowment, Age 65—Bankers, Gen- 
eral American, Northern. 

Endowment, Age 21—General Ameri- 
can, Travelers. 

11 Year to 
Shenandoah. 

Endowment, Ages 16-20, 50, 55, 
General American. 

In New York, Union Central issues 
a single premium life policy at ages 0 
to 9, with return of premium accumu- 
lated at 3% if the insured dies prior to 
age 10 and with full coverage if death 
occurs at age 10 or thereafter. Other 
companies operating in New York have 
been hesitant in issuing single premium 
juvenile insurance there because of the 
special limitations imposed upon death 
benefits, and the necessity for drawing 
up special policies. 


Some Write Down to $500 


Bankers of Iowa, Peoples, and North- 
ern have been issuing juvenile insurance 
in amounts as low as $500. The latter 
company, however, has a minimum of 
$1,000 unless the parent or guardian is 
applying for at least $1,000 insurance on 
his own life at the same time. Individ- 
ual consideration usually is given to the 
maximum amount applicable. 

In single premium purchases, usually 
involving a large outlay, control of the 
policy is important. This remains with 
the applicant until the child reaches age 
21, automatic in most cases, 
others the applicant has the privilege of 
releasing it when the child becomes of 


age. 





19 Year Endowments— 


60— 


Atlantic Life Now Issues 
New Juvenile Forms 


Four new juvenile forms are being 
issued by Atlantic Life, life paid-up at 
60, 20 payment life (minimum $2,500), 20 
payment endowment at 60, and ordinary 
life (minimum $2,500). On all juvenile 


while in , 


policies issued after April 1, the ultimate 
amount is reached. at age 5. 


Annual premiums for a few of the 
plans offered are: 
20 Select 

Life 20 Pay. Risk 20 

P. U. Pay. Pay Ord. ¥P. 
Age 60 Life End. 60 Life End. 
0 $12.35 $18.87 $23.04 $44.96 
1 12.38 18.89 23.06 44.98 
2 12.41 18.92 23.08 45.00 
3 12.44 18.95 23.10 arg 45.02 
4 12.47 19.00 23.12 aa 45.04 
5 12.50 19.07 23.15 $10.95 45.06 
6 12.53 19.22 23.20 11.01 45.08 
7 12.57 19.40 23.32 11.08 45.10 
s 12.60 19.62 23.57 11.14 45.12 
9 12.64 19.84 23.89 11.18 45.14 


Waiver of Premium Rider 

A rider may be added providing for 
waiver of premiums in event of death or 
disability of applicant. Should an ap- 
plicant become disabled or die so that 
premiums are waived, the premiums 
under ordinary life and life paid-up at 
60 will be waived only prior to the in- 
sured attaining age 25. At that time the 
insured will have to resume premium 
payments. 


Columbian Mutual Juvenile Plan 

Columbian Mutual Life will accept for 
consideration non-medical juvenile ap- 
plications up to $5,000, from ages 0 to 14 
years. 








MANAGERS 


Pa. Managers Conference 
May 20-21 at Bedford 


The managers and supervisors confer- 
ence of the Pennsylvania Association of 
Life Underwriters has been scheduled 
for May 20-21 at the Bedford Inn, Bed- 
ford, Pa. An attendance of 200 is an- 
ticipated for the two-day program which 
has been planned by the Life Insurance 
Agency Management Association. L. W. 
S. Chapman and James Adams _ will 
conduct the sessions which will deal 
exclusively with management problems. 





Henningsen on Guertin Bill 


Victor Henningsen, assistant actuary 
of Northwestern Mutual Life, discussed 
“The Guertin Bill and Its Effect on 
Life Insurance Companies” at the April 
meeting of the Life Insurance Cashiers 
Association of Milwaukee 


Round Table Is Favored 

The Syracuse General Agents & Man- 
agers Association has gone on record as 
favoring a quarter million dollar round 

















tual, old-line, legal 





Fifty-second Year of 
Dependable Service 


2 « ww 


HE STATE LIFE of Indiana is a purely mu- 


fifty-second year of dependable service. . . . Has 
paid over $151,000,000 to policyholders and bene- 
ficiaries, and in addition holds assets of over 
$63,000,000 for their benefit . . 
range of policies from ages one day to sixty-five 
years, including Juvenile, Educational Fund, Fam- 
ily Income, Salary Continuance, Retirement In- 
come, and other up-to-date forms. . 
opportunities with complete training and service 
facilities for those qualified. 


* Ww “ 


THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 


MUTUAL LEGAL RESERVE FOUNDED 1894 


reserve Company in its 


Issues a wide 


Agency 
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table and has so advised President Wil- 
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will be voted upon at the May 10 New 
































liam M. Hanley of the Syracuse Life York state victory sales congress at 
Underwriters Association. The request Syracuse. 
New Business and In Force Figures 
NEW MEXICO rritte von 
Written in Force 
in 1945 12-31-45 
$ 
Figures are for ordinary unless designated |. : J $ on 
(I) for industrial or (G) for group. United Amer. went" 145,000 ae 
Risks _Risks United Benefit Life.. 917,371 3,474,478 
Written in Force washington National. 1,454 6 
in 1945 12-31-45 I) 1,510 
, $ West Coast Life..... 58,383 
Occidental Life, N. M. 331,00 1,612,260 Tee Re OREO ee 13,500 
Retna Wile... .55.>.s BevG22 | “2 AIBECS*  motal: Now Ordinary. s<><. ss c00 $ 28,7 
(G) 445,000 891,000 Total New Group.............-- 
American National 1,972,207 6,334,892 Total New Industrial........... 
) 5,397,294 24,638,513 Total New Business...........- 42,878,673 
Bankers Life, Ia.... ss os 430,342 otal Ordinary in Force........ 171,229,227 
Bankers Union Life.. 340,000 1,525,828 Total Group in Force........... 17 
i ie ae ae 4,238,053 2,281,286 motel industrial in Force 
Capitol Life ........ 680,529 1,828,702 Mine e Sa MORARGAES Gh ciducc scoce 
Conn, General Life... 36,950 144,826 
Conn. Mutual Life... 3,809 1,169,511 
Equitable Society .... , 224,815 16,973,412 
(G) 2,152,593 5,287,850 
Franklin Life ....... 107,492 558,244 WISCONSIN 
General Amer. Life.. 315,100 2,955,013 
(G) 130,968 704,871 
Great Amer. Reserve. 36,396 36,396 New Business In Force 
Great Southern Life. 460,340 3,781,239 
Guarantee Res. Life. 1,301,197 5,547,063 Co-op. Life Mut., Wis 847,527 2,949,648 
(T) 2,691,068 5,687,904 (G) 57,294 2,506,827 
Jefferson Standard 484,250 2,737,682 Cuna Mutual ....... 27,400 199,985 
John Hancock ...... 146,414 393,944 (G) 248,275 3,755,645 
(G) 271,410 245,005 Grt. North. Life, Wis. 1,769,974 17,759,258 
(1) 51,496 153,892 a). _ nese 11,100 
Kansas City Life..... 2 138, 465 13,668,700 Natl. Guardian Life.. 66,430,237 
Lincoln National 4,613,549 Northw. Mut. Life... 402,881,415 
Life of Virginia...... 270,268 Old Line Life........ 73,961,304 
Mass. Protective Life. 1,306,316 (G) 159,952 
Metropolitan Life 2,953,634 Wisconsin Life ...... 3,7 § 
(G) 3,470,300 Wis. National Life.... 3600, 338 92 
(I) 853,524 (oA ei vad 
Minnesota Mutual .. 641,011 Wis. State Life Fund. 239,000 3,333,69¢ 
Mutual Life of N. Y. 14,289,829 Acacia Mutual Life... 2,249,019 14,745,889 
New York Life...... 35,666,377 Aetna Life .......... 3,609,924 53,580,867 
North American Acc. 13,307 (G) 33,094,245 94,460,970 
Northwestern Life 2,337,331 Bankers Life, Ia...... 8,099,640 77,626,550 
Northwestern Mutual. 10,832,654 (G) 431,142 394,898 
Occidental Life, Cal.. 3,028,008 TH. Ma. Avecsovccvssvcs 1,680,824 6,511,053 
(G) 3,294,423 (G) 284,403 631,617 
Pacific Mutual Life... 6,472,590 Central Life, Ia...... 6,350,473 17,467,081 
Paul Revere Life..... 1,808,622 Conn. General Life... 1,977,406 9,299,569 
Penn Mutual Life.... 1,245,087 (G) 1,946,959 2,284,752 
Provident L. & A..... 437,044 Conn. Mut. Life...... 1,914,482 14,717,278 
PeUGentinl .vvccsccee 6,454,119 Continental Assur. 5 3,371,250 21,996,881 
(G) 3,905,720 (G) 3,271,226 8,540,709 
(I) 1,184,091 Equitable Society - 12,262,380 109,821,312 
Reserve Loan Life... 37,000 (G) 24,665,076 76,901,078 
Security L. & A...... 2,791,962 Expressmen’s Mut. L. 43,106 588,884 
Standard Life, Ind... 20,665 Franklin Life ....... 2,489,358 16,214,947 
State Farm Life...... 349,853 Guardian Life ....... 781,799 11,454,290 
ee errs eer 283,595 John Hancock Mut. L. 5,637,739 31,022,787 
(G) 4,377,552 (G) 6,693,332 iy 948, 643 
Union Central Life... 15,000 1,809,044 (1) 1,935,940 8,822,237 
Union Life, Ark...... 2,143,164 6,279,306 Kansas City Life..... 2,800,984 17 413,050 
* * * * * * 








Are you selling complete per- 
sonal protection? Your pre- 
sent clients are good prospects 
for combinations of Life, Ac- 
cident,. Health and Hospital 
insurance. Write now for our 
plan to develop your territory. 
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Here's 
Something 
I can sell 
to my present 
customers 



















“AISUALTY COMPAN-Y 


M I ¢ 


HIGAN 
PEAR 











WANTED! 


STATE AND ASSISTANT STATE MANAGERS 


A large and well-established Life Insurance Company, operating throughout the United 
States, has openings for men with managerial experience who can earn between 
Excellent opportunities in the following states: 


ARKANSAS 
MISSISSIPPI 


Send phete and give age and experience in first letter—all inquiries will be considered confidential. 
Write Box E-56, THE NATIONAL UNDERWRITER, 175 West Jackson Bivd., Chicago, Illinels. 
® « © 


$5000 and $10,000 per year. 


INDIANA 
PEWNSYLVANIA 


LOUISIANA 
GEORGIA 














New Business In Force 
$ $ 







Lincoln National Life 11,022,580 59,320,742 

(G) 189,000 355,000 
Loyal Protective Life 71,074 473,597 
Lutheran Mut. Life... 2,048,077 12,787,635 
Mass. Mut. Life...... 3,180,387 41,806,945 
Mass. Protective Life. 201,241 2,938,436 
Metropolitan Life . 290,691,953 284,315,943 

(G) 40, 869, 850 113,274,454 

a) 13,022,689 180,050,370 
Mutual Benefit Life. q 9,189 26,425,655 
Mutual Life, N. Y. 5,619,068 101,397,997 


Mutual Trust Life, Til. 4,193,755 27,937,622 





National Life, Vt... 956,836 8,118,717 
New Eng. Mut. Life 6,547,567 54,291,922 
New World Life...... 1,876,611 8,590,482 
New York Life....... 19,922,950 252 »789, 486 
North American Life. 1,556,434 
No. Amer. Life & Cas. 4,470,888 
Old Republic Life... 1; 976, 368 


21215, 940 








Paul Revere Life..... 

Penn Mutual Life.... 39,784,198 
Phoenix Mutual ..... 10,452,189 
Provident L. & A.... 1,681,563 


(G) 
Life 


Provident Mutual 
Prudential 


496 
807 


8§1,502, 
(1) 201,051, 
Life. 
(G) 





Security Mutual 


Travelers 


TALC s, 5:60 
(G) 
United Benefit Life... 
Washington National. 
(G) 

(1) 
OPainary< <6/i:5-0000% 
ROOMY oo ki ee Kee 
New Industrial. « ..<). ..:... 
DIOW TIUBITIORG 6 o0:6s-00s 
Ordinary in Force 
Total Group in Porce. ...66%:. 3% 
Total Industrial in 
Total in Force 


ILLINOIS 


Union Labor 


New 
New 


Total 
Total 
Total 
Total 
Total Ordinary in Force...... 








Total new life business sold in Illinois 
last year was $1,505,402,907 as against 
$1,505,938,024 in 1944, it is shown in a 
tabulation prepared by the insurance de- 
partment. Ordinary gained 11.5% and 
totaled $757,744,679; group slumped 
$78,000,000 to the total of $587,344,317; 
industrial dropped slightly to $160,313, 
911, 

Insurance in force gained $455,009,553, 
or 3.9%, to $11,480,118,971. Total ordi- 
nary in force increased 5.7%; group 
dropping 3% and industrial gaining 3. 9%. 

Results by companies are shown in 
the table below. (O) indicating ordinary, 





(G) group and (I) industrial: 
Illinois Companies 
New Ins. in 
Business Force 
BATIGMCO. 5 Ki6.0:55s0e 0.$ 36,011,420 
G. 459,500 
Amalagatd. L. & H.O. 34,750 
Ga, 4,853,000 
Bankers 1, .& C....0. ,888, 20,222,954 
Central, TM. s.0s.0s oO. 1,561,286 24,619,719 
Bs 627,640 325,100 
Continental Assur.O 7,352,560 63,019,919 
G. 39,105,857 77,781,992 
COURETY .cccccces O. 30,818,434 249,462,350 
2. 389,250 1,177,000 
WeGerel wecnvvcsss oO. 5,524,309 38,777,930 
G. 928,267 2,524,667 
i. wees 2,927 
PYGREMNA. 62sec ccces OR 8,890,390 57,560,359 
PGES toto aGaweee oO. 1,824,803 25,461,228 
i. 1,425 2,486,013 
Great Lakes ..... oO. 1,168,943 1,595,072 
G. 241,535 586,413 
Illinois Bankers...O 1,827,206 52,682,726 
i. 392,000 458,250 
Jeckson Mutual ...1.0 | essses 7,442,737 
Mutual Trust ..... le 4,573,645 46,363,973 
North Amer. Acci.O. 33,000 679,624 
North Amer. Life.O. 3,180,152 19,596,365 
G. 145,000 256,750 
Old Rep. Credit*..O. 3,236,188 3,468,886 
ae ee 82,118 
Reliance Mutual...O. 553,891 3,860,517 
G. 18,000 169,000 
De 84,565 238,981 
ROCKfOrady 6.66.08 O. 5,389,863 22,673,101 
i. - peers 4,407,501 
State Farm ...... iO, 816,966 19,438,699 
A. ©" aes 494,072 
DIGEUBE 6605s6h000 oO. 2,054,042 6,754,505 
G. 148,000 372,000 
Supreme Liberty ..O. 1,695,869 5,881,160 
G 141,822 428,179 
I 5,880,301 19,809,548 
jo, A ene ene Oo 52,000 726,439 
I 4,861,922 10,317,141 
Victory Mutual (8) 266,488 1,377,497 
ee a 596 
Washington Natl..O. 1,277,307 20,864,420 
G. 1,270,027 6,622,352 
I 6,167,035 18,200,187 





*Does not include State Life Fund. 
jIncludes American Bankers Fund. 


Other State Companies 


Acacia Mutual ....O. 5,523,767 43,391,069 
BB. ceccieciaces O. 12,040,069 125,818,243 
G. 65,459,343 320,011,767 
Amer. Hosp. & L,..O 69,376 97,356 
G. 45,500 45,500 
American Mut, 6) 1,212,112 8,711,437 





New 
Business 
Amer, Natl... sate oO. 2,289,362 
I. 5,868,763 
American Standard.O. 16,500 
G. 1,403,300 
American United..O. 2,927,386 
Bankers, Ta: oss ©: 6,082,329 
G. 13,693,242 
Bankers, Neb. ....O. 1,665,024 
Beneficial Stand ard. oO. 10,000 
BIOFESRITC 2.0600 005 oO. 1,418,436 
Bus. Men’s Assur..O. 1,897,621 
Cement, TR. 22s sise oO. 2,059,369 
Columbian Natl, ..O. 1,165,968 
G, 80,000 
Columbus Mutual..O. 329,100 
Conn. General ....O. 7,453,973 
G. 16,723,169 
Conn... Mutual ..<<. oO. 9,114,568 
Conservative ..... oO. 603,990 
Crean, Gs ..es.0088 oO. 5,895 
Equitable Soc. ....0. 39,044,529 
G. 94,709,734 
Squitable, Ia. ....0. 8,084,588 
Eureka- Maryland a 2% 36,340 
Expressman’s Mut.O. 309,041 
Parmers, 18.0 acces Oo. 345,980 
Federal L. & C....O. 1,000 
| eer 
Fidelity Mutual ..O. 2,461,500 
General American.O. 1,805,468 
G. 8,129,700 
GIPOQNG:  o0isio0-0:8 4:01 ©: 95,652 
Golden State Mut..O. 212,500 
x, 319,910 
Great Northern ...O. 313,834 
Guarantee Mutual.O. 1,230,769 
GUETEIER: scence. oO. 2,612,962 
Home, N.Y occas. oO. 3,976,546 
Indianapolis ...... i. 2,023,679 
Jefferson Natl. ...0O. 250,500 
Jefferson Standard O. 762,664 
John Hancock ....O. 39,302,557 
G. 31,254,410 
I. 13,646,137 
KRangae City’ ...++x oO. 2,503,516 
GTAVGtte. 6 oc cow's ©. 635,526 
Life of Virginia...O. 20,500 
i a 
Lincoln Natl. ..... O. 25,213,262 
G. 1,776,000 
Loyal Protective ..O. 48,525 
Lutheran Mutual..O. 1,880,329 
Manhattan «..-«:s 23 1,116,727 
Mass, Mutual ..... O. 14,123,358 
Mass. Protective...O. 443,130 
Metropolitan ...... O. 107,927,973 
G. 160,267,150 
I. 46,189,121 
Midland Mutual ..O. 793,305 
Minnesota Mutual. .O. 3,367,774 
G. 381,000 
py gee eee ee oO. 696,589 
& 3,813,214 
MEOHATOD. 66 5.5i66:0:4 se oO. 574,763 
Monumental ...... oO. 3,818,140 
r. 3,296,532 
Mutual Benefit ...O. 16,415,548 
Mutual Life ...s.: O. 13,176,956 
Natl. Life & Acci..O. 3,571,217 
G. 177,000 
I. 8,360,807 
National, 3a. «00 oO: 1,132,358 
National, Vt... sss oO. 3,993,355 
New England Mut.O. 22,452,216 
OW TOPE se-00 cee O. 42,106,455 
North Am. Reassur.O. 1,453,700 
Northwestern Mut.O. 28,026,702 
Northwestern Natl.O. 4,841,991 
¥ 177,500 
Occidental. Cal. Oo 4,088,915 
G 2,745,333 
Onio Nath. ...0666<.0 2,110,569 
Ohio State ....0...O0, 344,249 
Old Line, Wis...-.O. 464,564 
Pacific Mutual ....O 5,326,489 
 eeisews 
Pan-American Oo 351,745 
G 21,000 
Paul Revere ......O., 1,514,504 
Penn Mutual ..... oO. 139,215 
Peoples, Ind. ..... oO. 344,703 
G. 7,100 
Philadelphia ...... oO. 262,550 
Phoenix Mutual ...O. 3,071,125 
Provident L. & A..O. 518,070 
G. 1,990,900 
Provident Mutual..O. 5,464,822 
Pradential 2... O. 102,262,680 
G. 57,936,733 
I, 43,256,038 
MROHRECO ccccccecs oO. 1,921,072 
Security Mut., N. Y.O. 591,024 
Standard, Ind. ....O. 122,439 
Bteee, ING. .cccess oO. 145,346 
State Mutual ..... oO. 7,965,352 
TR °C eer oO. 1,120,525 
i. 3,376,895 
TRAVOIOTS 2060 veces O. 19,740,963 
G. 106,371,236 
Union Central ..... oO. 6,525,568 
Union Labor .....< oO. 208,887 
G. 1,612,000 
Union Mutual ..... oO. 127,360 
United Benefit ....O. 5,277,103 
United States ..... oO. 147,138 
G. 269,500 
West. & Southern..O. 11,648,954 
5 300,450 
I. 12,283,006 
Wisconsin Natl. ...0. 1,454,741 
Woodman Central,.O. 255,819 
WORE, NOD. cesecs 129,500 


Ins. in 
Force 
12,076,755 
30,856,015 

725,121 
22,507,100 
16,838,171 
90,928,419 
17,925,889 

8,336,533 


9,095,838 
16,286,525 
14,523,018 

88,500 
10,598,979 
61,577,703 
38,848,954 

101,977,978 
4,084,357 
3,010 
472,904,401 
262,441,587 
86,187,480 
38,711,516 
769,753 
1,035,506 
108,952 
18,733,107 
23,878,455 
20,024,682 
1,657,016 
602,990 
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3,516,788 
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306,461,732 
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83,624,359 


25,000 


Foreign Companies 


CONAGR v.400000060 oO. 
G. 
Great-West ....... oO. 
G. 
Manufacturers ....O. 
We Os. Se bocnwes oO. 
G. 


215,219 


11,710,699 


14,398,635 

1,141,000 
50,095,951 
13,208,177 
16,999,302 
75,022,532 
32,858,037 





Apr 


erence 


Fi 


prod 


iner 


peri 








2,076,755 
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6,838,171 
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RECORDS 


Fidelity Mutual had the largest March 
production and the largest “first quar- 
ter” in its 68-year history. 

New business paid for was $5,726,985 
as compared with $3,287,065 for March 
of 1945. First quarter comparisons were 
$17,679,286 against $10,501,806. 

Increase in March production was 
74% and first quarter 68%. Insurance in 
force at March 31 was $472,874,020. 





Berkshire Life—Paid life insurance in 
March increased 13% over March, 1945. 
Paid life insurance for the first quarter 
increased 37%. The company has had 37 
consecutive months of increased pro- 
duction over the corresponding months 
of previous years. 


Volunteer State Life—Shows an in- 
crease of 75% in paid for business for 
first quarter 1946 over 1945, and a gain of 
61% for March, 1946, over 1945. The 
increase in business in force for first 
quarter 1946 was 2% times that for same 
period 1945. 


Capitol Life— Paid business for the 
first quarter of 1946 was up 69.1% over 
the first three months of last year; while 
written. business showed a gain of 
93.66%. In March insurance in force 
exceeded $91 million, an increase of over 
$4,300,000 for the first three months. 


Equitable Life of Iowa— Total paid 
life insurance in March amounted to 
$13,063,000, the largest volume in history. 
This was a gain of $5,625,000 or 75.6% 
over March, 1945. For the first three 
months sales were $30,911,000, a gain 
of $14,174,000 or 84%. 

March production honored President 
Fred W. Hubbell. Forty-seven of the 
62 agencies completed their president’s 
month allotment. 

During 1946 the slogan is: “Eighty- 
Eight Hundred—HEHighty” which means 
80 million of paid business, 800 million 
insurance in force by the end of 1946 
in the company’s 80th year. 


Franklin Life—A gain of nearly $14 
million in issued business was recorded 
in the first quarter. Percentage-wise the 
gain was 113.2%. A 

First year premium income was more 
than trebled, amounting to $2,115,661 for 
the quarter. Total premium income 
showed an increase of $1,918,000 or 
69.1%. Assets are now in exoess of $80 
million. 

Business for March was practically 
equivalent to the total produced during 
the entire year 1939. 


National Fidelity Life—Reports an in- 
crease in paid business of 67% for the 
first quarter over the same period last 
year. The company has shown a substan- 
tial gain in business written and paid 
for each and every month for 39 con- 
secutive months. 

Business in March increased 87% over 
the same month in 1945. Paid business 
during the month exceeded $1 million. 


Central Life, Ia.—Paid production the 
first quarter was 51% greater than the 
same period in 1945. 


Security Mutual Life, N. Y.—There was 
a gain in business of 60% during March 
over the same month in 1945. The gain 
for the first quarter was also 60%. 


Home Life, N. ¥.—New business paid 
for in March was highest in the com- 
pany’s history, 13% ahead of the best 
previous month and 52% higher than 
March, 1945. First quarter totals show 
an increase of 49% over last year, pre- 
viously the best quarter. 

Leading producer for the month was 
M. A. Osborn, New York, followed by 
R. B. DuVal, Baltimore; H. C. Kenyon, 
Grand Rapids; R. Humpton, Philadelphia, 
and L. R. Stein, Newark. The five top 
agencies for the month are Dent of 
Philadelphia; Washington; Boettner of 
Philadelphia; McNamara of New York 
and Grand Rapids. 

The five leading producers of the year 
to date are Mr. Stein, Mr. Osborn, R. C. 
McGuiness, Washington; J. D. Garfunkel, 
New York, and Mr. DuVal. The five lead- 
ing agencies are Dent; Washington; 
Newark; Klein of Chicago, and Baettner. 


Bankers Life of Nebraska—March pro- 
duced the largest single month’s new 
business in company history, yielding a 
107% increase in issued and paid busi- 
ness and a 93.7% increase in written 
business over March of last year. These 
Increases with the all time highs for 
both January and February, gave the 
Company an 86% increase in issued and 
paid for the year to date over last year 
and a 97% increase in written business 
for the same period. 

, As of March 31, insurance in force had 
increased to more than $175,000,000. 














Peoples Life Now in A.L.C. 


Peoples Life of Washington, D. C., 
has been admitted to membership in 
the American Life Convention. 
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Pa. Federation Rally 


Plans have been announced for lunch- 
eons May 8 at Philadelphia during 
Pennsylvania Insurance Days on _ in- 
dustrial health and accident insurance 
and on fire insurance, and for a 
luncheon gathering May 9 on life in- 
surance. 

Presiding at the industrial A. & H. 
luncheon will be Albert Ries, president 
Philadelphia-United Life, and the speak- 
ers are John F. Van Allen, assistant 
treasurer Superior Life on “Compulsory 
Insurance Trends”; William B. Corey, 
Jr., vice-president and actuary Provi- 
dent Indemnity Life, ‘“Policyholders 
Services”; Charles E. Cooper, vice-pres- 
ident Philadelphia-United, “What Shall 
the Harvest Be’; Walter H. Leonard, 
executive vice-president, Progressive- 
Quaker City Life, “Looking Ahead in 
the Industrial Field.” 

At the life insurance luncheon, 
George N. Wade, manager of Ohio 
National Life, Harrisburg, and _ chair- 
man of: the insurance committee of the 
Pennsylvania senate, will preside. 

The speakers are Gale F. Johnston, 
second vice-president Metropolitan Life, 
“Selling All America’; Robert B. Pit- 
cher, John Hancock Mutual agent at 
Boston, “Is There Any Magic In Sell- 
ing Life Insurance?” and Holgar John- 
son, president Institute of Life Insur- 
ance, “The Challenge In Our Rela- 
tionship With the Public.” 


CONVENTION DATES 





April 18, Tennessee Assn. of Life Un- 
derwriters, Memphis. 

April 19, Zone 2, N.A.I.C., Charleston, 
W. Va. 

April 26, Illinois Association of Life 
Underwriters, Hotel LaSalle, Chicago. 

April 30-May 2, U. S. Chamber of Com- 
merce, Claridge Hotel, Atlantic City. 

May 2, Life Committee, N. A. I. C., 
Edgewater Beach Hotel, Chicago. 

May 3, Michigan Association of Life 
Underwriters, Grand Rapids, 

May 5-11, Ins. Federation of Pennsyl- 
vania, Bellevue-Stratford, Philadelphia. 

May 6-7, American Life Convention, re- 
gional meeting, Hotel Fontenelle, Omaha, 

May 8-11, Industrial Insurers, Buena 
Vista Hotel, Biloxi, Miss. 

May 9-10, L.O.M.A. spring conference, 
Hotel Claridge, Atlantic City. 


May 13-14, Life Advertisers  Assn., 
Southern round table, Sedgefield Inn, 
Greensboro, N. C. 

May 14-17, Insurance section U. S. 


Chamber of Commerce, hemisphere con- 
ference, New York. 

May 15-17. Insurance Accounting & 
Statistical Assn., Baker Hotel, Dallas. 

May 16-17, “Combination” Companies, 
L.I.A.M.A., Hotel Commodore, New York. 

May 16-17, American Life Convention, 
regional meeting, Greensboro, N. C. 

May 20-22, Health & Accident Under- 
writers, annual, Netherland Plaza, Cin- 
cinnati. 

May 23, Ohio Assn. A. & H. Underwrit- 
ers, Cincinnati. 

May 24-25, Iowa Assn. of Life Under- 
writers, Mason City. 

May 24-25, Virginia Assn. 
Underwriters, Cavalier Hotel, 
Beach. 

May 27-28, Assn. of Life Insurance 
Counsel, spring meeting, Homestead, Hot 
Springs, Va. 

May 27-29, Canadian Life Officers Asso- 
ciation, Hotel London, London, Ont. 

June 6-7, American Institute of Actu- 
aries, Edgewater Beach Hotel, Chicago. 

June 9-13, Insurance Commissioners, 
Portland, Ore. 

June 17-19, Natl. Assn. A. & H. Under- 


of Life 
Virginia 


writers, annual, Cosmopolitan Hotel, 
Denver. 
June 20-22, Medical Section, A.L.C., 


Homestead, Hot Springs, Va. 

Sept. 4-8. Million Dollar Round Table, 
French Lick, Ind. 

Sept. 9-10, International Claim Assn., 
Chauteau Frontenac, Quebec. 

Sept. 9-13, N.A.L.U. annual conven- 
tion, Cleveland. 

Sept. 23-25, L.O.M.A. annual, Hotel 
Schroeder, Miiwaukee. 

Oct. 7-11, American Life Convention, 
annual, Edgewater Beach Hotel, Chicago. 

Oct. 24-26, L.A.A. annual, Edgewater 
Beach Hotel, Chicago. 

Nov. 11-13, American Institute of Actu- 
aries and Actuarial Society of America, 
joint fall meeting, Netherland Plaza, Cin- 
cinnati. 


| 
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Blanks Group to Ponder 
Uniform Classification 


The meeting of the N.A.I.C. blanks 
committee at New York commencing 
April 27 will be of uncommon import- 
ance because the impact of the new uni- 
form classification law of New York on 
the blanks will be studied. Some feel 
that it won’t be possible to recast the 
blanks this year, but that the study can 
only be commenced. In addition to the 
committee members who consist of de- 


partment actuaries and deputies headed 
by Walter Robinson of Ohio there will 
be a number of commissioners on hand 
including Dineen of New York, Har- 
rington, Massachusetts; Johnson, Min- 
nesota; Carroll, Rhode Island, and Al- 
lyn, Connecticut. 

The fire blank subcommittee will meet 
the morning of April 27 and that after- 
noon the life group will be in session. 
On April 28 there will be subcommittee 
conferences and on April 29 will be the 
meeting of the casualty subcommittee. 
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PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 


FRANKFORT 


LIFE INSURANCE IS 


The greatest defense the ingenuity 
of man has been able to build against 
his ancient enemy — Poverty; the 
most human of all business institu- 
tions; a certain and enduring invest- 


Peoples Life, as a representative of 
the insurance business, is proud of its 
consistent progress; proud that while 
the company is not one of the oldest 
or largest it is one of the strongest 
in financial stability; proud that it 
covers the entire prospect field; 
proud that it renders the finest of 
service to agent and policyholder. 


You will find it pays to be friendly 


xk * 


INDIANA 




















INCREASE YOUR SALES 


COMPLETE INSURANCE PROTECTION FOR 
YOUR POLICYHOLDERS 


Life—Accident—Health—Hospitalization—Lifetime Disability 
Coverage 


AGENCY OPENINGS IN 


Calif., Ga., lil., Ind., Kans., Mich., Mo., Neb., N. J., N. D., Ohio, 
and Wisconsin 


NORTH AMERICAN LIFE INSURANCE COMPANY 


OF CHICAGO 


C. G. Ashbrook, Vice Pres.-Supt. of Agencies 
North American Building, Chicago 3, Illinois 
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Attorneys Conduct L. A. 


Estate Planning Session 

LOS ANGELES—The Los Angeles 
Life Underwriters Association has ap- 
proached the subject of cooperation with 
attorneys in estate planning from the 
angle that the attorney for the person 
contemplating the creation of an estate 
is the logical adviser of the client and 
should formulate the plans for the es- 
tate. In other words, the agent should 
cooperate with the attorney, rather than 
attempt to advise the client and then 
have the attorney cooperate with the 
agent. 

With this angle of approach, the com- 
mittee for cooperation with attorneys 
arranged a dinner, which was entirely in 
the hands of the attorneys. About 165 
attended, more than 100 of them tax and 
estate attorneys. 

The program was divided into two 
sections, the first on estate problems ex- 
clusive of business interests and the 
second devoted specifically to business 
interests in an estate. Maynard Toll of 
the law firm of O’Melveny & Myers, in 
charge of estate planning, covered the 
first half of the program and Richard 
Forster, attorney specializing in tax mat- 
ters, handled the second part. 





Wells Appointment Corrected 


In the March 29 edition it was stated 
that Dick Wells has been appointed as- 
sistant manager at Denver for Occiden- 
tal Life of California. This is incorrect. 
Mr. Wells represents Occidental Life of 
North Carolina. In his new capacity, 
Mr. Wells will be associated with Man- 
ager Taft Barrow. 





casualty actuary of 
the Texas department, is joining the 
National Association Independent In- 
surers as manager with headquarters at 
111 West Washington street, Chicago. 
The appointment is effective July 1. He 
has been with the Texas department 
since 1935. 
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Vestal Lemmon, 


Our complete training 
course for new men, to- 
gether with a series of 
outstanding sales aids, 
has placed our newest 
men among our produc- 
tion leaders. Through the 
direct responsibility of 
the General Agent, and 
with Home Office co- 
operation, our new men 
get into production, cor- 
rectly and early. 
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Life Comanieiy Gilficers Inspect Toshy 








(Right to left) Leroy Lincoln, president of Metropolitan; Holgar J. Johnson, president 
the Institute of Life Insurance, and George Harrison, president: of New York Life, 
inspect trophy award of the Institute presented by the American Public Relations 
Association at sienna for sininricit of life ‘companies to cinta inflation. | 


Medeethen Sells Printing Plant 


Metropolitan Life has sold its printing 
plant on Court House Square, Long 
Island City, to Peter F. Mallon, Inc. 
The plant will be operated by Mallon as 
a commercial printing plant which will 
give special attention to Metropolitan’s 
printing. 





Devine Returns to Home Life 

Edward C. Devine, brokerage man- 
ager for the New York-Finley agency of 
Home Life has been discharged from 
the navy and has resumed his former 
duties with the agency at New York. 
Mr. Devine was with the benefits and 
insurance office of the naval air station 
in Jacksonville where he was engaged in 
the national service life insurance acti- 
vities for that post. 





Hear Talk on “Will Approach” 
The Los Angeles Quarter Million Dof- 


lar Round Table at its April meeting 
heard Paul Zerahn talk on the “Will 


Approach” in the selling of life insur- 
ance in connection with estate creation. 

The Round Table will put on the pro- 
gram at the May breakfast meeting of 


the Life Underwriters Association of 
Los Angeles, with John Drummond 
of the Pacific Mutual Life, Dan 


Flynn, Mutual, and Carl T. Mayes, John 


Hancock, as the leaders. 





R. H. Keffer Retires from Aetna 

R. H. Keffer, Aetna Life general 
agent in New York City is retiring from 
the company according to plans which 
he announced a year ago. His retirement 
concludes 30 years service with Aetna. 

Agency Vice President R. B. Coolidge 
will act as host at a reception in honor 
of Mr. Keffer on April 15 at the Drug & 
Chemical Club. 





Columbus Veterans Honored 


George J. S. Smith, Charles R. Gar- 
vin and Darl L. Woltz, special agents of 
the Connecticut General Life in Colum- 
bus, O., were honored by Fred M. Ex- 
line, manager, for long service records 
at an anniversary dinner. T. P. Rice, 
assistant superintendent of agencies, at- 
tended from the home office. 





President Dan E. Ball of Columbus 
Mutual Life and Mrs. Ball are enjoying 
a Bermuda vacation, making the trip by 
air. 


Nolley Annet Siar nis 
Back, Hitting Old Pace 


Four premier producers of the W. 
Tolar Nolley agency at Richmond of 
Northwestern Mutual Life who were in 
service are now back and giving a good 
account of themselves. C. Ridgely White 
of Winchester, who was a lieutenant- 
commander in the navy, led the agency 
in production in March. The others 
back are Lewis I. Held of Richmond, a 
colonel, and Irving I. Held, lieutenant- 
colonel in the army, and Joseph C. Car- 
penter, Newport News, a captain in the 
army. 

The agency has recently taken on 
three other servicemen, W. H. Bell, for- 
merly on the actuarial staff of George 
Washington Life, who was a lieutenant- 
colonel in the army; Raymond E. Wil- 
liams, lieutenant in the navy, and Jack 
S. Harris, captain of paratroopers in the 
European theater, winning two purple 
hearts. 





Return to Equitable in Atlanta 


Six veterans have returned to the staff 
of Equitable Society in Atlanta. They 
are Eugene E. Brooks, naval lieutenant, 
who served 30 months in the Pacific 
area; James B. Ramage, lieutenant colo- 
nel in the army, with over four years’ 
service, mostly in the E.T.O.; Joe H. 
Garson, first lieutenant in the army; 
Henry S. Wagnon, Robert L. Holley and 
John E,. Wickham. 


Open New Wheeling Office 


Ohio State Life has opened a new 
office in Wheeling, W. Va., with Andrew 
B. Chison in charge. Associated with 
him will be Joseph E. Montgomery of 
Bellaire and William J. Davies of Bernes- 
ville. 





Cannon Duff Associate 


J. Donald Cannon has been named an 
associate general agent in the William 
M. Duff agency of Equitable Life of 
New York in Pittsburgh, Pa. Prior to 
entering the army Mr. Cannon was group 
supervisor in the agency. He spent 24 
months in the European theater as an 
intelligence special agent on Gen. Eisen- 
hower’s staff. 


Union Ballot in N. Y. April 12 


Industrial agents of Metropolitan Life 
in New York state, except the New 
York City area, are voting April 12 on a 
collective bargaining agency. 
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Caaailtiels to ) Pick ean’ 
Candidate for Trustee 


LOS ANGELES—Rolla R. Hays of 
New England Mutual Life, president of 
the California Association of Life Un. 
derwriters, has named a committee to 
make recommendations for a candidate 
to represent the Pacific Coast as 
N.A.L.U. trustee, as a result of the an- 
nounced determination of A. C. Duckett, 
Northwestern Mutual Life, Los Angeles, 
not to be a candidate for reelection as 
trustee. 

The committee will contact the 14 
local associations throughout the state, 
get their views, and then will select a 
candidate from among the names sug- 
gested. 


Savings Bank Bill May Die 
in New Jersey Committee 


TRENTON Brescher bill to 
permit New Jersey savings banks to 
write life insurance policies up to $3,000 
and mortgage protection policies up to 
$7,500 has been referred to another com- 
mittee because of a technicality. 

Informed sources say that this move 
means the measure will not be reported 
out of the assembly insurance commit- 
tee in this session. Recent testimony on 
the bill showed overwhelming opposition 
to it. 
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Liberalize NSL Reinstatement 


WASHINGTON — Liberalization of 
regulations has been announced under 
which veterans who have let their NSLI 
lapse may secure reinstatement without 
physical examination until Jan. 1, 1947, 
upon submitting a signed statement to 
veterans administration that they are in 
as good health as they were when the 
lapse occurred. This will also apply to 
NSL policies lapsing between now and 
the end of the year. 

After Dec. 31, permanent regulations 
governing reinstatement will again be 
effective, under which physical exami- 
nation will be necessary if date of rein- 
statement is more than six months after 
the veteran’s separation from service, or 
more than three months from date of 
lapse, whichever is later. 

In the case of NSL lapsed insurance, 
unconverted, two monthly premiums 
must accompany application for rein- 
statement. In the case of NSL, convert- 
ed, all premium payments missed must 
be made up with interest. 

Veterans receiving disability pensions 
may authorize VA to deduct their NSL 
premiums from such payments, provided 
the pensions are large enough to cover 
premiums. Such deductions from pen- 
sions are not automatic, however. 





Paul D. Combs of Norfolk, Neb., has 
been named general agent for American 
Reserve Life. He was a lieutenant in 
the navy. 








OPPORTUNITY IN NEW MEXICO 


If you are a thrifty underwriter of proven 
ability desiring a change of climate we sug- 
gest you investigate the possibilities of coming 
to Santa Fe, a beautiful Southwestern city of 
25,000. The Northwestern Mutual, operating 
here for 50 yrs. wishes to make Santa Fe 
county the exclusive responsibility of an ener- 
getic producer. Write R. E. Smith, Box 737, 
Las Vegas, N. M. 














A sound, small, but fast growing midwest 

Company has top opening in its Home Office 

for man experienced in Underwriting and claim 

work, Health & Accident experience preferred 

but not necessary. Address F-49, The National 

} pea 175 W. Jackson Blvd., Chicago 4, 
ois. 





aR ERS TEARS PENT LENE 8 NEESER SAT REE IE 
IATL EE IE RE STS TT EI ETE ITE 


A. & H. SOLICITOR WANTED 
Experienced Accident & Health Solicitor wanted 
to work in established agency in Rockford, Illi- 
nois, territo Good proposition with income 
guaranteed 5 a the right man. In reply give 
pees of previous employment, sales exp. 

etc. Address F60, The National Underwriter 
175 W. Jackson Blvd., Chicago, Ill. 
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Shock in .4% Interest Rate Drop 


(CONTINUED FROM PAGE 1) 





the money which seems to be saved by 
low interest rates is really saved. In- 
creased grants will call for increased 
social security taxes and the agitation 
for increased payments stems in large 
part from the fact that money is be- 
coming of less and less value. 

For most of the 100 years of life in- 
surance history the companies have as- 
sumed that a fair and practical rate 
would be not less than 3% and many 
of them over a long period of time 
assumed a higher rate of policyholder 
participation in their interest earnings. 
Never until now did these assumptions 
prove to be less than conservative. 

A great many companies have changed 
their interest assumption rate recently. 
Some have been prevented from doing 
so by technicalities in their state laws, 
but practically all of them within the 
reach of their resources have strength- 
ened their reserves by one means or 
another in recent years. However, re- 
serve assumptions cannot be changed 
upon policies already issued and it will 
take many years for the changes now 
being made to have any great effect 
upon the aggregate liabilities of the 
companies. 

In 1944 more than 50 companies 
earned less than their interest require- 
ments. It will be 1946 or 1947 before 
the full impact of the corporate refund- 
ing induced by the fantastic price of 
securities in the open market will have 
its full effect. 


Assets and Income 


In 1944 the assets of all companies 
increased by almost $3 billion 300 mil- 
lion, Interest income increased by only 
$55 million. During 1944, 52.18% of the 
total income of all companies went to 
pay their claims and meet operating 
expenses, 40.73% went into the increase 
of reserves, leaving only 7.9% of total 
income as a margin of safety and a 
fund from which to pay dividends to 
policyholders. In 1939 this margin was 
12.63%. It was further reduced in 1945 
and will shrink again in 1946. These 
reducing margins have been encoun- 
tered in spite of a favorable mortality 
experience, and in a period when prac- 
tically no capital losses have had to 
be met. Either an epidemic which 
would result in high mortality or a 
serious depression, would have serious 
Impact upon the slight margins re- 
maining. 

In 1944 surplus accretions came almost 
entirely from capital gains and adjust- 
ment in the valuation of company as- 
sets. In fact the total increase in 
surnlus and contingency funds was less 
than the total of capital gains and 
portfolio adjustments. 

The excess of assets over liabilities 
has never been large. What was as- 
sumed to be the conservative assump- 
tions both as to mortality experience 
and interest earnings, seemed to make 
heavy capitalization unnecessary. 

The rate of assets to liabilities for 
the whole institution is in the neigh- 
borhood of 107%. The resulting surplus 
is sufficient to save the companies from 
anything approaching immediate insolv- 
ency. The surpluses of the companies, 
however, were not accumulated in the- 
ory nor should they be used in practice 
to make up a deficit in interest earnings 
which will continue over a long period 
of years which by a process of attrition 
may weaken the financial foundations 
of the institution. These margins are 
needed to meet capital losses and to 
break the force of possible severe mor- 
tality experience. 


Absorb Capital Losses 


During the depression the companies 
met and absorbed substantial capital 
losses_ usually without serious ,difficulty. 
he impact of these shocks was of 
short duration. Furthermore, interest 
€arnings upon securities prior to the 
depression were sufficiently generous to 
allow a margin to provide for. ultimate 
losses as well as to meet the interest 


requirements of the legal reserves. The 
present problem, however, is the pos- 
sibility of a long continued interest 
deficit which might well sap the strength 
of the institution and leave it at the 
mercy of a real emergency. 

In states where they are permissible 
investments, some companies in order 
to maintain interest earnings have been 
reaching out for securities which here- 
tofore in the history of the country 
have not been stable in value. Many 
companies have made appreciable in- 
vestments in stocks. Many of such is- 
sues seem to offer, at the present, rea- 
sonable security for life insurance in- 
vestment. A number of them, however, 
have fluctuated in the market within the 
last 10 years from 30 to as high as 70 
points. According to law stocks must 
be carried in insurance portfolios at 
market values. If insurance funds are 
to flow into such investments undoubt- 
edly the companies should have greater 
surplus margins to take care of more 
extreme fluctuations than usually occur 
in the type of security to which in- 
vestments have heretofore been con- 
fined. 

Insurance companies under current 
investment conditions with the inflated 
prices of all sorts of securities which 
now prevail, should, for the sake of 
safety, maintain greater and not lesser 
margins of surplus than heretofore. In 
the last year or two the building up 
of surplus has come almost entirely 
from capital gains or revaluation of 
assets. Unless inflationary trends con- 
tinue there will be an end to accretions 
from that source in the near future. 
If, as and when such point is reached 
new additions to surplus funds must 
come from earnings on current opera- 
tions. Unless the situation changes the 
only source of such earnings is a drastic 
reduction in policyholders dividends and 
a consequent radical increase in the 
cost of life insurance to policyholders. 

Mr. Adams voiced the hope that no 
future reduction of government bond 
rates below the pattern of 24%2% for 
25 year bonds will be considered, and 
that bonds might be brought out for 
longer terms at a higher rate. 


Stephen Foster’s Views 


Stephen Foster, economic adviser of 
New York Life, expressed the belief 
that the interest trnd will continue 
downward unless the government, as 
a means of halting inflation, decides 
to “firm’’ the rate. 

Another commentator declared that 
the theory of government control of 
interest rates appeals to a certain type 
of student and has been swallowed by a 
certain group at Washington as a means 
of preserving employment and pros- 
perity. Insurance companies have other 
conceptions of what is in the public in- 
terest and they can exert an influence. 

The yield went on the skids during 
December and January, he declared. 
Banks feared the rate on one year cer- 
tificates was going to be cut from 7% 
to %% and they started to buy long 
term bonds which drove the interest 
rate down. However the Treasury is 
continuing to issue 74% certificates and 
that is a wholesome factor. The Treas- 
ury has started reducing the debt and 
that extinguishes deposits, also a favor- 
able sign. Expansion of bank deposits 
is inflationary and low interest rates 
tend to cause such expansion. 

One of the members remarked that 
the 2%s are now selling half way down 
to the 2’s and he said it would not be 
politically expedient to refinance the 
%’s next January with 24’s. 

Mr. Foster said that when interest 
rates are pitched low to encourage 
spending the concomitant is pressure 
on banks to expand credits and de- 
posits. 

Corporate securities have diminished 
in volume as the assets and capacity 
to buy such securities by the life com- 
panies has increased. 

In Texas, one member reported, a 


life company advertised it would loan 
money to individuals with which to 
buy stocks. 

There was discussion of the various 
laws that have been enacted giving 
companies absolute discretion in the in- 
vestment of a portion of their assets 
and also to permit housing invest- 
ments. " 


Indiana Law Changed 


Commissioner Pearson pointed out 
that the Indiana law was changed to 
permit an insurer to take an entire 
issue of preferred stock, also to permit 
investment in up to 3% of assets in 
income properties under lease to chain 
stores whose debentures would be eligi- 
ble for insurance investment. 

As to GI loans those taking part 
in the discussion reported that they 


are getting these for 101 plus one-half 
point for service. One company said 
it exercises selection, but some lenders 
are giving blanket authority to cor- 
respondents to take anything with a 
VA approval. There is some competi- 
tion from lenders offering 102. Cor- 
respondents expect companies to take a 
certain number of GI loans as the 
price of getting conventional mortgages. 

One company in a state permitting 
investment in stocks said it currently 
is not acquiring equities on the theory 
that the market is “relatively high.” 

One speaker said the insurers should 
educate the commissioners not to “tie 
the can on real estate.” Fortunes have 


been made in it by individuals and 
estates. 
Another speaker remarked that on 
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THE PAN-AMERICAN LIFE OFFERS: 


© A complete line of Policies on Participating and Non-Participating Plans. 
© One of the most liberal Agency Contracts in America—Commissions 


@ A Recruiting Plan and Special Training for New Fieldmen. 
© A New System, relieving General Agents from detailed Agency Ac- 


@ Attractive and Effective Sales Aids and Policy Illustrations. 
© Prospects for Insurance furnished through a Proven System. 


OVER A QUARTER OF A BILLION IN FORCE 
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Bill in Mass. Would Permit 
Paying Employes’ Pensions 


Societies operating on the lodge sys- 
tem with representative form of gov- 
ernment in Massachusetts, with certain 
restrictions, will be permitted to pay 
pensions to employes who have been 
continuously in their service for 10 years 
or more and have become incapacitated 
for further service by reason of physical 
or mental disability, by a bill filed in the 
house of the legislature. 


Payable from Expense Fund 


They could pay pensions, if their con- 
stitution and by-laws so provide, to any 
employe who had been continuously in 
their service for 15 years or more and 
who was retired by reason of infirmities 
of age or because he had attained age 
65. All money expended for such pur- 
pose must be paid from the expense fund. 

A stipulation is that a society per- 
mitted to pay such pensions must have 
rates on a mortality basis not lower than 
the National Fraternal Congress table 
approved by the N.F.C. Aug. 23, 1899. 





Atlanta Camp Honors Veterans 


ATLANTA—Enppire State Camp No. 
7 of the Woodmen of the World held 
a special session honoring 50 members 
who have returned from war service. 
E. T. Williams, consul commander, 
presided and a representative of Far- 
rar Newberry, national president, pre- 
sented certificates to the veterans. 





Unity L. & A. Sets Record 


Unity Life & Accident had one of 
its biggest months in years during the 
March campaign for President E. R. 
Deming. The final figure for new busi- 
ness written exceeded $6 million. 





Distribute N.F.C. Proceedings 


Copies of the proceedings of the Chi- 
cago convention of the National Fra- 
ternal Congress held in November were 
being distributed this week throughout 
the country by Foster F. Farrell, man- 
ager of the executive office. The pro- 
ceedings of the president’s section, sep- 
arately bound, were included. 








S. J. Morecock, for 11 years assistant 
manager of Metropolitan Life, has re- 
signed to open a general insurance 
agency at Covington, Ga. 





Insurance for 
Entire Family 
Life 
Health and Accident 
Hospital Expense 


Desirable territory available for 
District Managers 
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Insurers Scan 


World Bank Bonds 
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lar officers and Mr. Foster mentioned 
that Lewis Douglas, president of Mu- 
tual Life, seems to be slated for presi- 
dent. 


$10 Billion Project 


The bank will start off at $10 billion 
if enough countries enter it. It is cur- 
rently a $7 billion 600 million institution. 
The quota of all signatories of the Bret- 
ton-Woods agreement is $9 billion, but 
Russia didn’t come in. The U. S. share 
is $3 billion 175 million. 

Each of the participating countries is 
to put up in cash 20% of its subscription 
over a period of a year. That will provide 
$1 billion 600 million in cash. The lia- 
bilities at the outset will be capital lia- 
bilities. As the bank makes loans there 
will be a substitution of loans for cash. 
When the working balance runs down, 
the bank will borrow from various mar- 
kets. This will build up both liabilities 
and cash. As time goes on, the expecta- 
tion might be a situation whereunder 
the assets would consist of $7 billion 600 
million in loans and the liabilities would 
compromise $6 billion in bonds and 
$1 billion 600 million of capital liability. 


Capital Call Is Guarantee 


The bonds would be guaranteed by 
the amount of capital subscribed by the 
signatories that has not been paid in. 
Thus the United States would be guar- 
antor of 80% of its commitment or $2% 
billion. 

If the bank accepts only reasonably 
good risks, Mr. Foster said, the bonds 
should be an extremely good risk. Of 
course another war would blast the pros- 
pects to smithereens. 

The bonds, he declared, may come out 
in issues of $100 or $200 million at a 
time. 

Borrowers can be countries, political 
subdivisions or companies. If the bor- 
rower is a subdivision or a company its 
loan must be guaranteed pro rata to the 
bondholders by the treasury of its coun- 
try or by a central bank or by a gov- 
ernment agency that makes such guar- 
antees, 


Terms of Payment 


In answer to a question Mr. Foster 
said the 20% initial payment of the sig- 
natories must be in terms of gold or 
U. S. dollars. The 80% of deferred sub- 
scription is to be in terms of the cur- 
rency of the country in question. 

In response to another question Mr. 
Foster said the borrower may specify 
the currency that he wants. If the bank 
is out of that currency it would float a 
loan in that particular country. 

Claris Adams, president of Ohio State 
Life and A. L. C. president, in opening 
the discussion of that topic, voiced the 
belief that insurance management should 
survey world bank investments with an 
open mind and not be influenced by pre- 
judice for or against the conception of 
the bank. 


Should Accept Challenge 
of Cal. Health Act 


(CONTINUED FROM PAGE 2) 


public plan. There are some who argue 
that the statutory requirements will be 
met if the actuarial equivalents are 
equalled and then some one greater ben- 
efit is afforded. For instance, it is ar- 
gued a person could be paid $30 per 
week benefits rather than a top of $20 
per week until $468-plus had been paid. 

Mr. Leavey feels, however, that claim- 
ants must- be qualified for benefits under 
a private plan in the same way as they 
would qualify for benefits under a state 
plan and that benefits in equal amounts 
of indemnity and payable for equal dura- 
tion must be afforded under all circum- 
stances, and in addition provision must 











be made that in one or more respects the 
private plans afford greater benefits. 
These greater benefits may be obtained 
by making the benefits generally avail- 
able at an earlier date than the individual 
might otherwise have them or make the 
benefits greater in amount. For instance, 
it might provide a top of $21 rather than 
$20 per week or make benefits payable 
over a longer period, as for instance a 
maximum of 26 weeks as against $23- 
plus under the state plan. 


May Carry Beyond Employment 


Under the so called “base period” pro- 
vision, a person under some circum- 
stances may suffer disability at any time 
up to 18 months following the termina- 
tion of his employment. This, of course, 
is extending coverage to former em- 
ployes for a period and in a manner that 
no group insurance contract has at- 
tempted, although individual accident 
and health policies provide coverage 
even though the policyholder has become 
unemployed. In working out the oper- 
ation of a private plan, Mr. Leavey says 
there is an offsetting factor to extending 
coverage after employment is termi- 
nated, because a plan need not give an 
employe benefits from the first day of 
his employment. However, benefit 
rights under prior coverage may be in- 
tegrated with rights under current cov- 
erage at the time of disability. 

It is indicated that there will be an 
exchange of credits between the private 
plan and the state fund so that each 
fund bears its proper proportion of lia- 
bility, depending on the time the indivi- 
dual claimant worked under the cover- 
age of a private plan or under the cov- 
erage of the state fund. 





Views of Linton—Benson 
Group Are Sounded 
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all the companies appearing at the hear- 
ings then took a position against that 
provision.” 

Mr. Benson answered that agents have 
changed their position on the subject 
and that “perhaps it is wise the act did 
not include the self-employed at the out- 
set. I don’t think we have lost any- 
thing.” 


Advertising for Insurers 


“T thought at the time the companies 
were probably making a mistake,” said 
Cooper, “because I could not think of 
any better advertising for life insurance 
than adoption of social security.” 

That moved Mr. Benson to recall that 
after the first war, when the government 
had issued so much insurance to the 
armed forces, there was fear that the life 
insurance industry was “through.” In- 
stead, he stated, that service helped the 
industry, because servicemen returning 
with $10,000 insurance set a standard for 
their relatives and friends. 

“Tt raised your sights,” remarked 
Cooper; to which the witness agreed. 

After discussing other details of the 
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life group’s recommendatiens, Mr. Ben. 
son said the “government should not 
project itself into the disability field” 
and predicted that if it does there would 
have to be “much more fish and game” 
for “disabled” persons to catch and hunt, 
and that it would take “15 or 20 police. 
men to find out whether anybody is dis- 
abled. It is difficult to find out when a 
man is disabled,” he continued. “Nobody 
can tell. You would be in the situation 
life companies were, only worse. Some- 
body would have to determine whether 
somebody sick should get, say $50 a 
month, or the government should keep 
it. He would get it.” 

Rep. Mills, Arkansas, remarked disa- 
bility would “create administrative prob- 
lems we don’t have now.” 


Explaining Social Security 


Suggesting that agents be “trained to 
explain social security,” Rep. Gifford, 
Massachusetts, remarked that “I know 
your motives are pure,” and that as a 
young man “I won a prize and it was 
my joy to prove my company better 
than the others.” 

“We don’t prove we have something 
better,” said Benson, who added that 
social security and life insurance supple- 
ment each other. 

“Some people think they will get some- 
thing for nothing,’ said Gifford. “You 
don’t show them they don’t have some- 
thing?” 

“No sir; social security has given us 
a new approach.” 

Mr. Benson dwelt upon the desirabil- 
ity of “clarifying OASI costs” as soon 
as possible and to that end said this 
matter should be studied by a group of 
qualified actuaries, fiscal experts and in- 
dustrialists.” 

In conclusion, he offered the assistance 
of the life industry to the committee in 
its consideration of social security prob- 
lems. 

Then Rep. Carlson told the committee 
Mr. Benson is a “farm boy who went 
to the big city and made good in a big 
way”; that he is a member of a well 
known Kansas family. 

“T withdraw my suspicions,’ 
Gifford amid laughter. 

Dr. Emerson Schmidt, head of eco- 
nomic research department of the U. S. 
Chamber of Commerce, recommended 
OASI coverage extension to employes 
of non-profit organizations, all govern- 
ment employes—federal, state and local, 
agricultural workers and others not now 
covered, before the House ways and 
means committee this week. 

No occupational group should be ex- 
cluded unless difficulties of administra- 
pe are insurmountable, Dr. Schmidt 
said, 

Provision for credits for veterans un- 
der OASI was also stated gs a national 
chamber policy. With respect to work- 
ers totally and permanently disabled at 
age 55 or more, Dr. Schmidt favored a 
system of payments, calculated on a 
basis consistent’ with that for the OASI 
benefits. 

Dr. Schmidt suggested increasing 
earnings limitation from $15 to $25 or 
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$30 per month and possibly abolishing 
the earnings test after age 70. There is 
little or no sentiment for raising the 
maximum benefit above $85, he said, and 
he expressed the belief that the $10 
minimum will become progressively of 
less and less significance with passage 
of time. 

Robert W. Hansen, Fraternal Order 
of Eagles, Milwaukee, urged compul- 
sory coverage for all employed persons 
not under private retirement plans, and 
provision for voluntary coverage of self- 


employed. 





Interest Problem Weighed 
at A. L. C. Gathering 





(CONTINUED FROM PAGE 21) 


April 30 the last dollar of lien is to 
be paid off on the old Missouri State 
Life. Practically every company that 
failed in the depres sion would be sol- 
vent today. They were “appraisal fail- 
ures” for the most part. The real estate 
that was the cause of the depression 
dificulty would be their salvation today. 


Message From Hogg 


The Tuesday morning session opened 
with a message from Robert L. Hogg, 
A.L.C. manager and general counsel. 
He gave an insight into the operations 
that take place at headquarters. em- 
bership is now 209 companies with 
97% of the life insurance in force. 

Headquarters work, he said, includes 
performing routine services such as get- 
ting out the law bulletin, tackling major, 
current issues such as public law 15, so- 
cial security, the Guertin law; legislative 
work. 

Mr. Hogg said he considers PL15 the 
capital problem of the day despite the 
fact many life insurance men feel that 
it is primarily a fire-casualty problem. 
Whatever is done, he said, in the latter 
feld to solve the rating problem is 
bound to have an effect on life insur- 
ance. 

Claris Adams remarked that despite 
everything that can be done a protracted 
period of lower interest earnings lies 
ahead. It is important to strive to im- 
prove the earnings, but it is necessary 
to face the realities. When the _in- 
terest assumption is changed, the effect 
is slow in developing. For instance 
Ohio State has issued nothing but 3% 
policies since 1939 and yet at the end 
of 1945 only 10% of total reserves were 
in connection with the 3% contracts. 


Changes in Prospect 


There was a quick canvass to give 
an indication of what changes are in 
prospect. One of the large companies 
intends to go on 2%4% C.S.O., and 2% 
for settlement options. Most seem 
headed for 2%4%. : 

F. J. McDiarmid, Lincoln National, 
calculated there has been a .4% in- 
terest decline in the last five months. 
Very roughly, he declared, a 15-25% 
improvement in mortality is required 
to compensate for a .5% decline in 
interest rates, depending on age and 
plan of distribution. An increase of 
3% in non-par rates is needed to offset 
a 5% decline in interest. 

One of the large companies said it 
has not reached a decision but it gets 
progressively more bearish. Its spokes- 
man voiced the belief that when com- 
panies went to 344% and then to 3%, 
there was a wider margin than there 
would be today if a 2% assumption 
were used. 

A show of hands indicated many com- 
panies, upon maturity of policies, are 
reserving for settlement options on a 
2.%4% or 2% basis. 

Due to the trend in mortality the 
life contingency in settlement options 
is likely to be much more of a drain 
in 25 or 30 years than it is today, 
One discussant declared. 

One company that went to 24% 
American Experience two years ago 
May now ga on 2% C.S.O. 

Reference was made to the trend 


fon the part of non-par companies to 


Write participating insurance as a 





hedge against conditions. One company 
a few years ago was writing 85% non- 
par and 15% participating. It is now 
writing 90% participating. 

There was a discussion of the trend 
toward building up reserves to get a 
basis now that is supportable in con- 
nection with business on which the 
companies are obligated to pay 3 or 
34%. 

One company calculated that to con- 
vert 344% reserves to 3% requires 9% of 
the total reserves. This is being done by 
setting up the 9% of reserves in con- 
tingency reserve rather than strengthen- 
ing the policy reserves themselves. How- 
ever, this included considerable high pre- 
mium business. Other companies may 
get the business on a self supporting 
basis by using 6% of 312% reserves. One 
company estimated it would require 8% 
to increase 314% reserves to 2.75% basis. 

A. N. Guertin recalled that the New 
Jersey legislature has enacted a law per- 
mitting insurers to anticipate deficits in 
settlement options by setting up re- 
serves during the life of the contract and 
he predicted companies in that state will 
take advantage of that law. 

One member voiced doubt that it will 
not be as easy to bolster reserves in the 
future as it has been in the last four or 
five years. 


Entering Above the Line 


Another company reported that profits 
on sales of securities have been entered 
“above the line” and are brought down 
year by year as interest. This has the ef- 
fect of stabilizing the interest rate. The 
profit is thus treated as interest captured 
in advance. 

That is a common practice in Canada, 
one of the Canadian members said. Prof- 
its are used ,to reduce book value of 
other securities. 

Another company has frozen its net 
surplus and enters all profits, beyond 
stockholder dividends, in contingency re- 
serves. 

What is the-great influx of new busi- 
ness costing the companies was a ques- 
tion that was asked. The comment was 
made that it is difficult to make com- 
parison because of differences in what 
is included in acquisition cost. One 
member voiced the belief that a par- 
ticipating company on a_ preliminary 
term basis does not lose surplus with 
the additional business. The extra busi- 
ness is acquired at a decreasing rate of 
overhead expense. The cost is less per 
unit. 

Ratio of agency expense to under- 
writing expense is down, another said. 


Increase in Policy Size 


The average size policy is much larger 
than it was. That helps to reduce home 
office costs per unit. 

As a means of reducing expenses one 
company said it has declined to go be- 
yond the terms of its contracts. with gen- 
eral agents. In the depression days this 
company helped out the general agent by 
paying for certain office expenses. 

Field costs excluding commissions have 
gone down on a unit basis, one member 
said. Home office costs during the war 
went down because men were replaced 
by girls. Now that the veterans are com- 
ing back home office expenses will go up 
sharply. 

Guertin Law Session 


The Tuesday afternoon session started 
off with a discussion of the Guertin law 
situation, A. J. McAndless, president of 
Lincoln National Life, being called to 
preside over that feature. 

A. N. Guertin made a statement of the 
current situation. There are 14 or 15 
states in which legislation is required 
next year and this will be sought re- 
gardless of what New York does and 
there is a good chance that it may be 
enacted there in the third attempt. 

The question is whether a uniform 
policy can be used under provisions of 
either type of law. One problem is 
how to handle extended insurance. 

One actuary said Wyoming has re- 
fused to approve a policy based on 
C.S.O. table at 24% on the theory that 
the law does not permit a policy with 
higher reserves than those produced by 


American experience. This company is 
going ahead with its new rate book in 
the hope that the green light will be on 
when the job is done. If so it will give 
extended insurance on the 130% basis in 
the Guertin formula. If not, it will use 
100% of the C. S. O. table. The latter 
basis gives longer protection. 

Mr. Guertin said the idea in disas- 
sociating reserve valuation and non- 
forfeiture benefits is that the asset shares 
do not always progress in the way that 
the reserve progresses. If a company 
has to superimpose the C. S. O. table on 
an old law it may be necessary to jack 
up some of the premium rates in order 
to make adjustments. 


Mutual Benefit Plan 


Mutual Benefit Life’s new line of poli- 
cies have been filed in all states, but not 
not under the Guertin legislation, be- 
cause the Guertin laws require a six 
months deferment period for cash values 
whereas Mutual Benefit has only a three 
months period. The six month provision 
was put in the law to take care of any 
cash value moratorium emergency that 
may arise in the future. 

It will be easier for companies with 
a high gross premium to operate in both 
Guertin and non-Guertin states than it 
will be for those using narrow margins 
and on a preliminary term basis. 

Wisconsin offers a special problem 
because of the law there limiting the 
gross premium that may be charged. 

One company hopes to get by with 
only one rate book by computing pre- 
miums on the new basis, pitching cash 
values at not less than the Guertin min- 
imum, using the 100% factor for’ ex- 
tended insurance. 

The danger was cited of raising sur- 
render values by reason of competition 
to a point beyond the asset shares. That 
may come about in trying to blanket the 
two types of laws and the old system of 
limiting surrender values to solvency re- 
serves may presist. 

The question was asked whether it 
would be wise to try to amend the Guer- 
tin laws to make use of the new stan- 
dard permissive rather than mandatory 
after Jan. 1, 1948. 

It is impossible to have low premiums 
and minimum surrender values and get 
by under both types of law, one ob- 
server declared. 

Mr. Guertin asked whether the group 
would favor getting out a booklet in 
question and answer form bringing out 
the essentials of the legislation for gen- 
eral distribution, especially among 
agents. The members voted overwhelm- 
ingly for such a project. 

Mr. Adams went back to the plat- 
form. There was a discussion of em- 
ploye organizations and white collar 
unions. One executive reported that his 
office employes are unionized and that 
the results have been favorable. Griev- 
ances are taken up before the employe 
has a chance to brood over them and the 
atmosphere is cleared. 


Banquet Festivities 2 


The head table group at the banquet 
included W. M. Dewey, president of the 
Edgewater Beach Hotel, Chicago, where 
the annual A. L. C. meetings are held, 
and who is an honorary member of 
A. L. C.: Robert L. Hoew, A. LL. C. 
manager; John A. Lloyd, vice-president, 
Union Central Life; Superintendent 
Dressel, Commissioner Pearson, Robert 
Sweeney, G. W. Steinman, president 
Midland Mutual Life, and Mrs. Stein- 
man; Troy W. Appleby and Mrs. Apple- 
by; Murray Lincoln, president Farm Bu- 
reau Life, and Mrs. Lincoln; Carl Mitch- 
eltree, executive vice-president Colum- 
bus Mutual Life, and Mrs. Claris Adams. 

In the audience was Chandler Bul- 
lock, chairman of State Mutual Life, 
who was in Columbus to see a member 
of his family, and he was presented. 

Mr. McAndless gave much the same 
message that he gave in his presidential 
talk last fall at the annual meeting of 
American Institute of Actuaries. It 
was a thoughtful and philosophical pres- 
entation. Mr: Adams remarked that 
there are many men who look to the fu- 
ture without being masters of the pres- 





ent, but Mr. McAndless is a thorough 
craftsman and “helps us steer by the 
stars he has taken the trouble to study.” 

Mr. McAndless said he espouses the 
theory that ideas are controlling in the 
affairs of men and that we are chained 
to ideas that come to us from the past. 

The old idea that prices are controlled 
in the fury of the marketplace has to be 
abandoned, he declared. It must be real- 
ized that prices will be used for other 
purposes than regulating the market, for 
instance to bring about full employment 
and to distribute income. Prices will be 
determined more and more by economic 
policy and political influence becomes 
important. 


Price Paid for Capital 
The rate of interest, which is the price 
paid for capital, is not being determined 


in accordance with marketplace eco- 
nomies but for political purposes. Life in- 


surance, he said, should plead for the 


savers but that will weigh very little if 
the decisions are going to be made in the 
interest of those whose spending the 
government wants to keep at a high 
level. 

Life insurance must keep itself in 
a position to adjust itself to changes in 
public attitude. Its constant goal should 
be to furnish protection to the greatest 
number and to use its funds to promote 
the greatest productivity of the coun- 
try. 

The test of the value of the institu- 
tion is the amount of insurance in exist- 
ence when the contingency for which it 
was sold comes into being in relation to 
the amount that was sold. 

Mr. McAndless said he would hate 
to see group insurance put in a strait 
jacket or shackled in any way. It has 
great possibilities for bringing cheap in- 
surance to many areas of the population. 

If the institution can adapt itself to 
changes the green light is on and it can 
go on to attainments beyond anything 
achieved in the past. 

Mr. Bricker held the banquet group 
closely with a strong message. He is 
counsel for the Ohio Association of Life 
Insurance Companies. In presenting him 
Mr. Adams recalled that three years ago 
he had introduced Mr. Bricker, saying: 
“Ohio, the mother of presidents is that 
way again.” And Mr. Adams went on to 
say he hadn’t given up hope. 

The Columbus meeting was the sec- 
ond in a series of four regionals. The 
first was at New Orleans. There was 
less spontaneity of discussion at Co- 
lumbus than at New Orleans, but it was 
a valued conference. The next regional 
is at Omaha and the final one is to be 
at Greensboro. 

In addition to Mr. Hogg and Mr. 
Guertin the headquarters men at Co- 
lumbus were Ralph Kastner, Victor Lut- 
nicki and E. L. Sullivan. 


W.O.W. Omaha, Appoints 
Several Field Men 


Several field men recently have been 
appointed by Woodmen of the World, 
Omaha. John Loyer was named assist- 
ant Connecticut manager, Buford Hurt, 
assistant Kentucky manager, and Cary 
W. Hancock, assistant Virginia man- 
ager. 

James Barton, Kirklin, Ind., was ap- 
pointed Indiana manager, succeeding W. 
M. Robison, who resigned that post but 
will continue as a full time district rep- 
resentative in Bloomington. 





Guardian Life Appoints 
Osborne San Jose Manager 


Guardian Life of America has ap- 
pointed Harold A. Osborne manager of 
its new San Jose, Calif., agency. 

Mr. Osborne has had 12 years’ experi- 
ence in selling and managerial phases of 
life insurance, starting in 1934 with an 
eastern company. He will work with 
Nelson Davis, the company’s Pacific 
coast supervisor and manager at San 
Francisco. 

Mr. Osborne is an active member of 
the San Jose Life Underwriters. 
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||| ACTUARIES 


CALIFORNIA 


Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 


600 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 
































ILLINOIS 
DONALD F. CAMPBELL 
and 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
85 Years 


of Service 
160 North La Salle 
Tel. 








Street, Chicago, IIinols 
State 1336 

















WALTER C. GREEN 
Consulting Actuary 
211 W. Wacker Drive 
Chicago 
Franklin 2633 

















HARRY S. TRESSEL 


Certified Public Accountant and 

Actuary 

10 S. La Salle St., Chicago 8, Ill. 
tes 


Franklin 4020 

















INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis — Omaha 























HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio Street 

INDIANAPOLIS, INDIANA 

















NEW YORK 


Established in 1865 by David Parkes Fackler 
FACKLER & COMPANY 

Consulting Actuaries 
8 West 40th Street 








New York 














Consulting Actuaries 
Auditors and Accountants 


Weolfe,Corcoranand Linder 
116 John Street, New York, N. Y. 

















PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY, 


Associate 


E. P. Higgins 
PHILADELPHIA 








THE BOURSE 








Bell Offers Five-Point 
Program in Los Angeles 


LOS ANGELES — Hugh S. Bell, 
Equitable Life of Iowa, Seattle, N.A.L.U. 
trustee and chairman of the general 
agents and managers section, addressed 
the Life Insurance Managers Association 
of Los Angeles on “A Five Star Pro- 
gram.” He suggested that the managers 
and general agents should get better 
men. They should get a better market. 
They should do better selling. They 
should have better work procedures. 
They should have better sales promotion 
methods. 





Occidental, Cal., Names 
Two Men on Staff 


W. H. Sumner, holder of the Distin- 
guished Flying Cross, air medal with 
three clusters and other war decorations, 
has been appointed assistant to the 
agency secretary of Occidental Life of 
California in the home office. After at- 
tending University of Colorado be en- 
listed in the army in 1942 and later was 
commissioned in the air force and flew 
a B-17 pilot on 35 combat missions over 
Germany in the 8th air force. He came 
back to the United States in 1944 to be- 
come a B-29 crew trainer and instructor 
at Sebring Field, Fla. 

On his release from service as a first 
lieutenant, he joined Travelers in San 
Diego as an agent, and resigned to go 
with Occidental. 


Carlson in Northern Cal. 


E. O. Carlson, until recently assistant 
manager for Metropolitan Life in San 
Jose, has been appointed home office 
supervisor by Occidental for northern 
California territory. He has had 12 
years’ life insurance experience, all in 
San Jose. He attended San Jose State 
College, then joined Metropolitan in 1934 
as a debit agent, and became assistant 
manager in 1942. 

He operates out of San Jose, associated 
with W. B. Stannard, Pacific Coast di- 
vision manager. 


McConney Bankers 
Life President 


(CONTINUED FROM PAGE 1) 
Life Insurance which he has twice served 
as chairman. 

Mr. McConney joined Bankers in 1919. 
He was successively elected assistant ac- 
tuary in 1920, actuary in 1924, vice-pres- 
ident and actuary in 1934, and vice- 
president in 1942. He has been a director 
since 1938. 

Mr. McConney has worked in nearly 
all departments on a variety of industry 
activities. For many years he was in 
charge of personnel and planning. He 
was chairman of the committee for the 
new home office building. He has en- 
gaged in the underwriting of risks and 
presented a paper on overweights before 
the A.L.C. Medical Section. For this 
same organization he served as chair- 
man of a committee on occupational 
hazards. 


Agency Compensation Student 


He is a fellow of both American actu- 
arial organizations, serving on the coun- 
cil of the Actuarial Society, and is also 
a member of the British Institute of 
Actuaries. He is chairman of the joint 
committee on actuarial studies of the 
Actuarial Society and American Institute 
of Actuaries. 

Also he has presented before these 
bodies actuarial papers dealing with 
agency compensation. This latter activ- 
ity reflects a long interest and activity 
in agency affairs, for McConney has 
served as chairman of the Sales Research 
Bureau’s committee on compensation of 
agents. He has presented numerous pa- 
pers dealing with agency management 
before that bureau, as well as before 
various life underwriters’ and managers’ 
associations. 

Mr. Warters has been vice-president 


and actuary since 1942. Graduated from 
University of Manitoba, Mr. Warters 
joined Bankers Life three years later, 
in 1920. His first position was as a super- 
visor in the actuarial department, from 
which he has progressed steadily to his 
present position. He is a fellow both of 
the Actuarial Society and American In- 
stitute of Actuaries. 

Mr. Warters has been a member of 
the investment committees of the com- 
pany for several years. He has devoted 
much of his time to personnel prob- 
lems. He has served on many commit- 
tees of the Life Office Management As- 
sociation in connection with personnel 
matters and was elected president of the 
association in 1940, continuing since then 
as a member of the executive committee. 


Leader in Group Field 


He played a prominent part in setting 
up the group department of Bankers in 
1941. He was also active in the develop- 
ment of the group permanent type of 
contract that was originated by Bankers 
in 1943. 

Mr. Mills joined Bankers Life as pub- 
licity manager in 1914. He has been its 
secretary since 1928. He has directed the 
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B. N. MILLS 





advertising and _ publicity activities 
throughout all his years. 

Mr. Mills served as president of the 
Insurance Advertising Conference, and 
he was a founder member of Life Ad- 
vertisers Association. 

Mr. Nollen was born at Pella, Ia., 
which was founded by his maternal 
grandfather who led a band of Hollan- 
ders to America in 1847. 

John Nollen, who was eventually to 
become Gerard Nollen’s father, had not 
come over with the rest of the group. 
He was pursuing his career of school 
teacher in Arnhem. John Nollen joined 
the Pella colony some years later, first as 
editor of the Pella newspaper and sub- 
sequently as banker. 


Started in Father’s Bank 


After two years of work in his fath- 
er’s bank, where he started as an $8 
a month clerk, Mr. Nollen went to Grin- 
nell College. On his graduation in 1902, 
he went to Des Moines with Equitable 
Life of Iowa. 

Mr. McConney was born of Scottish 
parents on the island of Christopher in 
the West Indies. He is known for the 
twinkle in his eye and his ready sense 
of humor. He is the son of an Episcopal 
rector and received his early education 
under the tutelage of his father. He 
graduated from Harrison College, Bar- 
bados, at the age of 19. 

He traveled about the world for a time 
and in the first war served in Canadian 
infantry. He was decorated by the king 
of England and survived serious wounds 
received on the night before the armis- 
tice. It was while he was hospitalized 
for these wounds that he completed his 
study for his final examinations as an 
actuary. 


University and has served on the board 
of the Des Moines Community Chest, 

Mr. Archibald joined Bankers in 1934, 
and has been underwriting secretary 
since 1943. 

Mr. Bucknell joined the company in 
1930, and moved up through the actu- 
arial department to be elected associate 
actuary in 1945. Mr. Rae joined the 
company in 1935, and was elected group 
actuary in 1945. 

Mr. Southern was with Bankers for 
about two yezg's in the late 1930’s and re. 
turned to the actuarial department ip 
1943, where he has most recently been a 
supervisor. 

Mr. Allen joined the company in 1934 
and returned in March of this year after 
having served in the marine corps. Mr, 
Barrows has been .supervisor of the 
claim department since last October 
when he returned from army service. He 
joined the company in 1927. 





Penn Mutual Book Is Attractive 


Penn Mutual Life has issued an at- 
tractive and interesting boklet in Con- 
nection with the Company’s annual re- 
port. Replete, in color, with pictures 
and charts it outlines the 1945 activities 
of the company and its agents. 
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Mr. McConney is a trustee of Drake 
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“It’s a concentrated course . . . but those instructors 

(actual successful producers) know how to teach so 
that you learn — and remember, And it’s complete — from 
an intense study of the various policy forms, through 
practical, tested selling methods, down to a basic knowledge 


of life insurance as applied to modern business.” 


“One day the boss called me in — said, ‘Duncan, it 
Q seems to me you're not writing the volume a man of 
your ability should. | suggest you sign up for A€tna’s 
Home Office Life Insurance School . . . you'll be surprised 
how that short course will boost your earning power." 
I took his advice.” 





— the day | hung that A€tna diploma on the wall 
of my office, I've been able to increase my income, 


and a lot more than | expected. | had confidence because 
I knew exactly what to do, when to do it, and how te do 
it. Without question, those were the most profitable five 
weeks | ever spent.” 


A recent check of graduates of this school showed that among those who were still in active sales work 


with Etna, nearly 50% were up among 4:tna’s top producers. To keep classes small, the course is 


limited . . . so it is advisable to apply as far in advance as possible. It is open to all Aitna salesmen and 
other able men who want to make a career in life insurance. Any Aitna Life General Agent will be 


glad to give you complete information. 


KNOWLEDGE IS POWER — EARNING POWER 


ZETNA LIFE INSURANCE CO. 


HARTFORD, CONNECTICUT 


ETNA Home Office LIFE INSURANCE SCHOOL 


Affiliated Companies: 
TNA CASUALTY & SURETY COMPANY 
AUTOMOBILE INSURANCE COMPANY 
STANDARD FIRE INSURANCE COMPANY 








OOOO BLE” SOP ROPER 


lalyty good are you at guessing the answers 


to these personal questions ? 


The first and most baffling personal question is: 
I. How long will I live? 
[Jl year? (5 yearsP ()10 years? [] 25 years? 
The second question is almost equally baffling: 
2. How much money will I save? 
[)$500P [()$5,000P (7) $50,000? 


And, of course, since 1929 almost everybody would like 
to do a little better at guessing about investments. So 
ask yourself: 


(J or more? 


3. How good will I be investing money? 
[_] Very good indeed?  ([[] Fair? 

And here’s one with a double edge: 

4. Have I got enough put aside, either saved or invested, to 


] Punk? 


take care of my family if by any chance I 
guess wrong on Question No. 1 (above)? 

If you’ve got enough confidence in 
your guessing you won’t need to go any 
farther— but usually at this point most 
everybody agrees that life insurance is 
the only way to put such questions as 
these from your mind, peacefully. 

That brings up another question 
which can be answered to everybody’s 
satisfaction .. . good guesser or not: 
which life insurance company? 

You will make a rewarding discov- 
ery when your Northwestern Mutual 


agent brings you the answer. For the 
difference between life insurance com- 
panies is of vital significance when plan- 
ning or buying the kind of independ- 
ence that only life insurance brings. 


And, if you would find it convenient 
to speak to one of our policyholders, 
you would find still another reassur- 
ing answer to the important question: 
which life insurance company? ... for 
no life insurance company excels 
Northwestern Mutual in that happi- 
est of all business relationships — old 
customers coming back for more. 


The LVORTHWESTERN MIOTUAL 


Life lnsurance Co 


Founded 1857 


Mpa NY MILWAUKEE 2, WISCONSIN 


— cooperating with American men and women in assuring their 
financial welfare and independence 


(This advertisement appeared in The Saturday Evening Post.) 





